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‘Net cost to whom, 
Mr. Prospect?” 


A PROMINENT MID-WEST BROKER, who 
frequently sells Manufacturers *G.M.P. 
when substantial low-cost permanent protec- 
tion is called for, answers his clients’ “‘Net 
Cost” question this way: 

“‘Net cost to whom, Mr. Prospect? 

“The reason I ask is because many people 
refer to net cost when they really mean net 
cost if surrendered. That may not be the 
most important consideration to you be- 
cause: 

“First, your real purpose in purchasing 
this insurance is to provide the most pro- 
tection for the lowest guaranteed outlay— 
and you want to have the privilege of keep- 
ing it as long as you want it. 


“Secondly, $1,000 a year at age 35 will 


* Whole Life, non-par, $25,000 minimum. 


provide over $54,000 of G.M.P.—as com- 
pared to less than $43,000 under most 
whole life par plans for which low net sur- 
render costs are currently estimated. 

“If you take a contract designed primari- 
ly to yield low net cost on surrender, and 
you die in the early years, the actual “cost” 
to your beneficiary in reduced protection 
can be as much as $11,000—perhaps even 
more. That’s the really significant “cost” 
picture, Mr. Prospect—not one that re- 
quires giving up your insurance, not one 
dependent on high dividend earnings, but 
one that provides maximum benefits for 
your beneficiary if you die.” 

Why don’t you call Manufacturers Life 
for help with your next “Net Cost” compet- 


itive case. 


BRANCH OFFICES IN THE FOLLOWING CITIES 


BALTIMORE * BOISE * CHICAGO *« CINCINNATI * CLEVELAND * COLUMBUS + DETROIT * HARTFORD 
HONOLULU * LANSING * LOS ANGELES * MIAMI * MINNEAPOLIS * NEWARK « PHILADELPHIA 
PITTSBURGH + PORTLAND * SAGINAW * SAN FRANCISCO * SEATTLE * SPOKANE * WASHINGTON, D.C. 


Also licensed in Arizona, Delaware, Idaho, Virginia, and Wes? Virginia 
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Complete line, low cost 
Life, Accident, Sickness and 
Hospitalization policies 


Watter H. Huent, President Arnnovp Bere, C. L. U., Agency Vice-President 
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A WELL-BALANCED COMPANY 


OVER ONE BILLION IN FORCE 


FIDELITY starts 1957 with 


...more than one billion dollars 
Life Insurance In Force 


..-. more than $320,000,000 of assets 


...a 1956 agency force achievement 
of more than $120,000,000 


new paid business 
The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA © PENNSYLVANIA 
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Texas Insurer Sells Shares 
to Nationwide, A Second 
Serious Contender 















Great Southern Life of Houston has 
powed out of the battle for stock con- 
trol of Northwestern National Life of 
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Minneapolis and has sold all its North- 
western shares to another contender, 
Nationwide Corp. of Columbus, which 
now makes that organization a major 
Northwestern stockholder. 

John S. Pillsbury Jr., president of 
Northwestern, revealed this week that 
Nationwide has presented for transfer 
to its ownership a “substantial block of 
stock of the Minneapolis company.” Mr. 
Pillsbury said the block included all 
holdings of record of Great Southern 
and Dallas Union Securities and “ap- 
parently all of the shares tendered to 
Great Southern under their offer to 
buy.” 

Dallas Union Securities acted in be- 
half of Great Southern in an offer to 
buy at least 50% of the 220,000 out- 
standing shares of Northwestern 

“While the shares presented for 
transfer give Nationwide a substantial 
investment in Northwestern,” Mr. 
Pillsbury said, “they do not represent 
a majority of the company’s 220,000 
outstanding shares.” 


Mr. Pillsbury also disclosed that 
proxies representing “substantial pol- 
icyholder vote” already are in hand for 
the company’s annual meeting Jan. 28. 
He pointed out that Northwestern is 
both a stock and a mutual company 
controlled jointly by stockholders and 
mutual policyholders. The mutual side 


| of the business is approximately twice 


the size of the stock side, and the po- 
tential policyholder vote is more than 
double that of shareholders. 

Murray D. Lincoln, president of Na- 
tionwide, said “the purpose of Nation- 


_ wide corp. is to acquire investments 


cnn 














in substantial,’ well-run companies, 
Primarily in the insurance industry, 
that we think have a future.” Nation- 
wide is a holding company which con- 
trols Nationwide Life, which recently 
passed the $1 billion insurance in force 
mark, and also owns controlling inter- 
ets in National Casualty of Detroit 


ad in Michigan Life. The purchase 


by Nationwide of majority stock in- 
terest in Michigan Life was announced 


| oly this week. 


Sn 





It had been rumored since Christ- 
Mas that Great Southern’s offer to 
buy at least 50% of Northwestern’s 
outstanding stock turned out to be a 
failure. Great Southern initiated 
its offer early last fall and it was 
continued through Dec. 21. Great 
Southern, at first, offered to buy 
Northwestern stock at $103.50 a share, 
contingent upon gaining acquisition of 
%% of the outstanding stock. Later 
Great Southern reduced this percent- 

(CONTINUED ON PAGE 16) 
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Court Weighs ‘Public 
Purpose’ in Taking 
Site for NALU’s Use 


WASHINGTON—District Judge 
Curran reportedly indicated at a con- 
ference with attorneys in his chambers 
that there may be a question whether 
a public purpose is served in the gov- 
ernment’s condemnation of property 
owned by the Conger Laundry so that 
it may be used as part of the site for 
National Assn. of Life Underwriters 
new headquarters building here. 

Attorneys said the matter involves 
interpretation of court decisions in 
other cases, including some decided by 
the U.S. Supreme Court. The law 
clearly recognizes the government’s 
right too condemn private property for 
a public purpose. 

Donald Dawson, who has been act- 
ing as counsel to NALU in connection 
with its building site, attended the 
conference. Though NALU is not of- 
ficially a party to the case, Mr. Daw- 
son made clear NALU’s interest in 
the outcome and expressed the asso- 
ciation’s hope for an early decision. 

The government’s reason for con- 
demning the land and trading it to 
NALU for the smaller adjoining plot 
was to enable NALU to face its build- 
ing north instead of east so as to face 
the new State Department building 
across the street and present a more 
attractive view. The government also 
wants to get rid of the laundry, which 
is out of keeping with the State De- 
partment building and other buildings 
in the immediate neighborhood. 

Congress authorized $275,000 for the 
Conger land and a lot next to it. The 
government has paid into court $210,- 
000 in the condemnation proceedings. 
However, the Conger family says it 
was offered $375,000 to $400,000 some 
time ago. There are indications that if 
the government were to boost its offer 
substantially the Conger interests 
would drop the constitutionality ques- 
tion that is the basis of its present 
suit. 


FTC Overrules Its 
Examiner in Case 


of Travelers Health 


WASHINGTON—Overruling a de- 
cision of Examiner Cox, Federal Trade 
Commission has ordered Travelers 
Health of Omaha to stop allegedly 
false advertising of its health policies 
and to reveal restrictions on benefits 
payable to insured. Under the exam- 
iner’s initial decision some of the false 
advertising charges would have been 
dismissed. 

In another case an FTC examiner 
issued an initial order, subject to com- 
mission review, to prohibit Reserve 
Life of Dallas from misrepresenting 
the extent of coverage afforded by its 
A&S policies and its requirements 
concerning the health of applicants. 
The examiner, however, dismissed 
charges that the company misrepre- 
sented cost of termination provisions 
of its policies. 

The FTC order on Travelers Health 
was accompanied by an opinion by 
Commissioner Anderson, vacating the 
initial decision. In a separate opinion, 
FTC Chairman Gwynne concurred in 
the result, explaining that he believes 
the commission has jurisdiction over 
the challenged advertising, inasmuch 
as it was carried on solely by mail 
and sent into states where Travelers 
Health was not licensed. Mr. Gwynne 
disagreed with the other commission- 
ers in the American Hospital & Life 
case. 

The FTC ordered Travelers Health 
to stop representing that any of its 
policies can be continued indefinitely 
simply by timely payment of premi- 
ums, that policies provide for indem- 
nification due to sickness or disease 
unless all limitation are disclosed con- 
spicuously, and that no medical exam- 
ination is required unless this is un- 
qualifiedly true. 

FTC overruled the hearing exam- 
iner’s dismissal of charges that Trav- 

(CONTINUED ON PAGE 16) 
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Late News Bulletins... 








Prudential Advances J. E. Day to V-P Rank 


NEWARK—J. Edward Day, whose appointment as head of the Prudential re- 
gional home office at Los Angeles was reported in the Dec. 18 issue, was this 
week advanced from associate general counsel to vice-president by the board 
of directors. Mr. Day’s appointment became effective Thursday. He succeeds 
Harry J. Volk, who resigned to become president of Union Bank and Trust Co. 


of Los Angeles. 


NAIC Group to Study Credit Cover Problems 


Commissioner Larson of Florida, chairman of the National Assn. of Insurance 
Commissioners committee on insurance covering all installment sales and loans, 
has appointed a subcommittee to make a special study of insurance problems 
pertaining to installment sales. Members are Superintendent Holz of New York, 
the chairman, Commissioners Sullivan of Kansas, Rogan of Wisconsin, Smith of 
Delaware, Pryatel of Ohio and Larson. It is expected Mr. Larson will name a 
replacement for Mr. Pryatel, who has resigned as commissioner to accept a 
Cleveland municipal juuzeship. Mr. Larson has asked Superintendent Holz to 
call a meeting at his earliest convenience. 


Mention Gerber, McCarthy for Ill. Director 


Illinois insurance men were given a surprise this week by a story carried in 
the Chicago American Jan. 8 reporting that Gov. Stratton is to reappoint all 
the members of his cabinet. The article in the American specifically mentions 

(CONTINUED ON PAGE 16) 
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Mills Subcommittee 
Said to Be Stymied 
on Bank-Loan Curb 


Reported Unable to Draft 
Language That Wouldn’t 
Hamper ‘Legitimate’ Loans 


WASHINGTON—Information from 
sources close to the Mills subcommittee 
of the House ways and means commit- 
tee indicates that staff experts attached 
to that group are stymied in drafting 
a report for the committee and a bill to 
carry out the Treasury recommenda- 
tions for a curb on the bank-loan plan 
of buying life insurance. 

The problem is to devise language 
that would remove what the Treasury 
regards as a special income tax advan- 
tage in the bank-loan plan without 
interfering with the general run of pol- 
icy loans not motivated by tax-shelter 
incentives. Tax experts at the capitol 
reportedly have failed to find an an- 
swer that would be administratively 
feasible and some have decided, ac- 
cording to reports, that it would be 
best to leave the matter alone. 

The committee staff is also having 
trouble with the problem of what to do 
about restoring the premium-payment 
test for estate-tax liablity of life insur- 
ance proceeds. Insurance people in 
teuch with developments say two Re- 
publican members of the Mills sub- 
committee and perhaps two Democrats 
are opposed to restoring the test, even 
on the limited basis sought by the 
Treasury. However, it is believed that 
this division of opinion would not deter 
Rep. Mills from writing into the report 
something dealing with the matter. 


Nationwide Buys 
Majority Stock of 
Michigan Life 


COLUMBUS—Nationwide Corp. has 
purchased a majority stock interest in 
Michigan Life, according to a joint 
announcement by Murray D. Lincoln, 
president of Nationwide, and Scott E. 
Lamb, president of Michigan Life. 
Michigan Life, with its home office at 
Royal Oak, claims to be Michigan’s 
largest old line legal reserve stock life 
company. Its insurance in force has 
increased from $30 million in 1946 to 
about $230 million today. It has 300 
field men operating in a four-state 
area, Michigan, Indiana, Ohio and 
Illinois. The present management of 
Michigan Life will continue. Nation- 
wide Corp., a holding company, also 
owns controlling interest in Nation- 
wide Life and National Casualty of 
Detroit. Nationwide Life recently at- 
tained the $1 billion life insurance in 
force mark. 


Missouri Insurer Adopts 


Rates to Size of Policy 


Old American of Kansas City has 
instituted the sliding scale rate plan 
on all its policies, thus becoming the 
first Missouri company to adopt var- 
iable rates depending on policy size. 
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Here's the Complete Story on 
NW. Mutual Gradation Plan 


Because of the widespread interest in the business in Northwestern 
Mutual’s across-the-board graded premium plan and how the company 
is promoting its sale, all of the space in this week’s issue that would 
customarily be given to reporting the company’s eastern regional meet- 


ing is being used to bring readers 


the fullest possible account of the 


panel session at which all aspects of the “quantity-earned savings” 
plan were discussed from the legal, actuarial, promotional and selling 


angles. 
By ROBERT B. MITCHELL 


NEW YORK—Northwestern Mutu- 
al’s field force is all set to make the 
most of the company’s new graded 
premium plan, judging from the re- 
action at the big eastern regional meet- 
ing here. 

“Q.E.S.,” or quantity-earned sav- 
ings, is Northwestern’s answer to the 
problem of recognizing the lower cost 
per $1,000 of the larger policy. While 
a number of other companies have met 


this challenge with “special” policies, 
Northwestern has abstained from spe- 
cials on the ground that they were not 
consistent with mutuality. Northwest- 
ern contends that all policies of a giv- 
en size should enjoy the price differ- 
ential, not -just certain contracts. 

The Q.E.S. plan was explained in 
detail at a. panel session headed by 
Vice-president Robert E. Dineen. Oth- 
er participants were Victor E. Hen- 
ningsen, actuary; Richard S. Hagg- 
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mann, director of 
advertising, and 
Clarence E. P. 
Crauer, agent at 
Poughkeep- 
sie, N. Y. 

Mr. Dineen, a 
former New York 
insurance superin- 
tendent, gave the 
legal and histori- 
cal background of 
Q.E.S. Northwes- 
tern’s studies had 
shown that 27 of 
the 30 largest companies were using 
“specials.” Some of these companies 
did not believe in them. In fact, a few 
had given in quite reluctantly. 

“We could have done the same 
thing,” he said. “It was the easiest 
way. But to us it seemed wrong, in- 
defensible, and non-mutual to give the 
buyer of one plan a price based on 
size and not to the buyer of a com- 
parable amount of another plan. We 
could have justified this discrimina- 
tion by pointing out that most anoma- 
lous fact: The law required it. And 
such a statement would have been 
true. Believe it or not, under the old 
setup, rulings designed to prevent dis- 
crimination were actually causing it.” 

e e * 

Instead, Northwestern spent three 
years working toward a change in the 
regulations interpreting the laws. The 
company, Mr. Dineen said, takes no 
credit for the change, for the various 
state insurance departments made the 
changes. Northwestern’s role was to 
help develop the actuarial and legal 
research which pointed up the need 
for the change and then, once the law 
was altered, make the change. 

“Today, every Northwestern agent 
can face his clients, old and new, and 
tell them that this development is one 
more evidence of the character that 
Northwestern has displayed for a cen- 
tury,” Mr. Dineen continued. “We nev- 
er yielded to expediency. When we 
moved we did it the right way—and 
we made the change retroactive as far 
back as we could do so with equity— 
to 1947. This is another illustration of 
Northwestern’s devotion to business 
morality, of the desire to treat policy- 
holders equally and fairly, of mutual- 
ity in its highest sense, of pioneering 





Robert E. Dineen 


again in a new field as we start the 
second century.” 

Mr. Dineen’s notes included an ex- 
planation of the legal hurdles that had 
to be surmounted, though he omitted 
the technical description to save time 
when he delivered his talk. The legal 
obstacle was the anti-discrimination 
statutes applicable to life insurance 
and found in all states. These statutes 
prohibit any “unfair discrimination be- 
tween individuals of the same class 
and equal expectation of life.” 

The key legal question was, “Do 
policies of the same size grouping con- 
stitute a ‘class?’”’ That question was 
by-passed for years by a simple ex- 
pedient. Everyone knew that super- 
select lives had a different expecta- 
tion of life than ordinary lives, so by 
tying together the “super-select un- 
derwriting” feature in special policies 
with the “equal expectation of life” 
provision in the statute, the compa- 
nies succeeded in by-passing the other 
legal question of whether the word 
“class” was broad enough to cover 
policies of the same size grouping. 

But as the use of “specials” devel- 
oped and company after company 
dropped super-select underwriting as 
a requirement for their “specials,” the 
question as to whether policies of the 
same size grouping constituted a 
“class” stood right out in the open and 
demanded an answer, said Mr. Dineen. 

“The insurance departments have 
now held that the word ‘class’ is 
broad enough to include policies of 
the same size grouping,” said Mr. 
Dineen. “That interpretation of the ex- 
isting anti-discrimination laws set the 
stage for what we have done.” 

Mr. Henningsen said that in North- 
western’s consideration of the prob- 
lem of gradation of gross premiums 
by size of policy these fundamental 
points seemed most important: 

e Price gradation should apply not 
just to one plan, or to permanent 
plans only, but to all insurance plans 
—permanent, single premium, and 
term. 

e Price differences must be reason- 
ably substantial between amount 
groupings. Small differences cannot be 
justified, in view of the many factors 
that enter into the costs of life insur- 
ance, such as mortality differences by 
plans, settlement option utilization, 
lapse rates, etc. 

e The average buyer must share in 
the savings. Amount groupings de- 
signed particularly for the very large 
amount buyer could have a poor re- 
action from the average purchaser and 
it is the latter who is regarded as the 

(CONTINUED ON PAGE’¢; 
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This tabulation shows how Northwestern Mutual’s new quantity-earned 
savings plan affects policies in the three size groupings. The figures are the 
20-year average annual net costs per $1,000 face amount, ordinary life, at 
decennial ages from 15 to 65. The second column shows the costs as they would 


be if the 1956 rate book were in effect, 


third, fourth and fifth columns show 


with no recognition of policy size. The 
the corresponding figures in the 1957 


rate book, which incorporates the quantity-earned savings feature. 


Age at 1956 1957 Rate Book 
Issue Rate Book Group I Group II Group " 
$ $ $ 
15 —.75 —.50 —1.50 — 1.75 
25 —1.00 —.59 — 1.59 —1.84 
35 a .30 —.70 —.95 
45 3.66 4.02 3.02 2.77 
55 14.15 14.30 13.30 13.05 
65 38.77 38.77 37.77 37.52 
Below are given similar figures at age 35 for five plans: 
1956 1957 Rate Book 
Plan Rate “nai ia oi I Group : Group i 
Ordinary Life —.11 30 —.70 —.95 
Life Pd. Up 65 — 1.63 —1.12 —2.12 —2.37 
Five-Year Term 6.10 7.02 6.02 5.77 
(Avge. 5-yr cost) 
Endowment at 65 —2.66 —2.56 —3.56 —-3.81 
O. L. Increased Pro- 
tection (20-years). 4.34 4.74 3.74 3.49 
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Wild Speculation in 
Indiana Over Identity 
of New Commissioner 


As Jan. 15, swearing-in day for the 
new Indiana_ state administration, 
draws close with no announcement or 
even semi-official indication of the 
name of the new insurance commis- 
sioner, the situation has developed in- 
to the wild rumor stage. 

The avowed intention of Gov.-elect 
Handley has been to select a high- 
grade man of known ability and hon- 
esty, who has no political taint of any 
kind. It is known that an offer of the 
post was made to one such man, a top- 
line executive of a major domestic 
company. However, salary considera- 
tions alone were enough to bring a 
declination. 

Whether any other official offers 
have been made is not known. One of 
the local newspapers reported that 
Alvin Cast, partner in a local agency 
in Kentland, who has served as Repub- 
lican state chairman for the past four 
years, would be replaced in that post 
by the incoming governor and offered 
the commissioner’s job. 

The Cast rumor is judged by ob- 
servers to be a logical one. The Repub- 
lican party has been split in Indiana, 
going back to the Taft-Eisenhower rift. 
The incoming governor is a member of 
a different faction from the outgoing. 
It seems likely he would want to 
strengthen his political position within 
the party by appointment of a party 
chairman selected by him rather than 
by the outgoing governor, as Cast was. 
At the same time, Handley has ex- 
pressed interest in reuniting the party. 
Offering Cast a major state post would 
be a unifying step. Precedent for such 
action already exists. Handley re- 
moved the state income tax director, 
who had opposed him in the guberna- 
torial convention, but then reappoint- 
ed him to the post of budget director. 

Mr. Cast is considered acceptable to 
most insurance interests in the state. 
Persons who know him, however, 
question whether he could afford the 
commissioner’s job. He would have to 
divest himself of his interest in his 
agency, which is understood to be lu- 
crative. 

Original contender for the job was 
Clyde Ingle, chief examiner, a career 
man in the department. He is highly 
approved by the companies and con- 
sidered competent by the agents. In 
rejecting proffered reappointment, 
Commissioner W. J. Davey urged the 
appointment of Mr. Ingle. In the early 
days after the November election, his 
appointment was taken for granted. 

During this initial period, one of the 
local newspapers came out with a re- 
port that while the appointment of 
Ingle has been assumed, agents were 
organizing to push J. R. Townsend 
Sr., retired Indianapolis general agent 
of Equitable Life of Iowa. Those active 
in agents’ organizations—particularly 
the life underwriters’—say that at the 
time of that report, there was no such 
organized backing but that the report 
gave them the idea. Mr. Townsend, 
a former Indiana Life Underwrit- 
ers Assn. president, eventually re- 
ceived widespread endorsement from 
throughout the state from both life 
and general insurance men. However, 
Gov. Handley is reported to have said 
that he has been forced to make so 
Many appointments from Indianapolis 
that he simply could not, for consid- 
erations of political harmony, offer the 
commissioner’s post to an Indianapolis 
man. 

Meanwhile, some support developed 
for Tom Johnson, Indianapolis local 


agent and president of the Indianapo- 
lis board, The “Indianapolis” objec- 
tion applied to him, also. 

Intimates of the new governor report 
that he says the commissioner’s post 
has caused him the biggest headache 
among all his appointments and that 
he has reached the stage of being so 


thoroughly disgusted with the pres-' 


sure and manuevering that he is cur- 
rently refusing to discuss the matter 
even with his patronage manager. 
There is some speculation that Mr. 
Ingle may “back into” the office. Mr. 
Davey reports privately that he will 


be completely deaf to any suggestion 
that he stay on for even a few days 
after the new administration takes 
over. He is said to be under orders 
from his new employer to get out of 
the department to escape any possibili- 
ty of getting mixed up in the tactics in- 
volved in the new appointment. 

If, therefore, no appointment has 
been made by Jan. 15, Gov. Handley 
may name Mr. Ingle as acting com- 
missioner, possibly to observe him for 
a time or to hold the job open for a 
possible later offer to Mr. Cast when 
he reorganizes the party. 


LIAMA Promotes Jarvis 


to Senior Consultant 


LIAMA has promoted Fred G. Jar- 
vis Jr. to senior consultant. He joined 
LIAMA as a consultant in the com- 
pany relations division last Febru- 
rary and is on the staff of the agency 
management schools. 

Mr. Jarvis entered the business with 
Prudential in 1932. He was advanced 
to senior training consultant in 1953. 


Robert J. Towne of Bowles, An- 
drews & Towne, has been elected a 
director of Central Assurance of Co- 
lumbus. 





design for tomorrow. 


People will have more time for 

travel a decade or so from now; more 
time for recreation and sports 

which may be played in covered 
stadiums. Wise planning by means of 
The Ohio National Life insurance 
plans will make tomorrow 

enjoyable for many. 
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Ind. Governor Signs 
Regulations to Counter 
Rash of New Insurers 


The new Indiana regulations, No. 
1956-1, covering the organization, pro- 
motion, and capital enlargemeni of 
stock companies, were signed by the 


governor on Jan. 4. The regulations as 
signed were amended in several details 
from the wording proposed originally 
in November. The amendments result- 
ed from criticism developed in a pub- 
lic hearing on Nov. 15. 

the posposed regulations 


Whereas 
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were so worded as to apply to the cap- 
ital enlargement of any company, the 
promulgated regulations are worded to 
apply only to companies less than six 
years old. This change resulted from 
the objection of long-established stock 
companies in the state that the re- 
strictions on capital expansion might 
hamper their operations while actually 
seeking to control only the _ pro- 
motion of new companies. 

The proposed regulations required 
an agreement signed by directors, of- 
ficers, and stockholders owning 10 or 
more shares that they would not, dur- 


e\ ¥/ 4 fy i 


df 





Investigate 
] Milfs 2 


a 


er Know Until You. 


ing the period any new stock was be- 
ing offered nor for a stipulated time 
thereafter, sell or offer for sale any 
stock at a higher price than that at 
which it was acquired. This portion of 
the regulation was changed in final 
form to exempt stockholders owning 
not more than 10% (in contrast to 10 
shares) of company stock. The 10- 
share limit still applies to directors 
and officers. 

Further, the proposed regulations set 
the “no resale’ period at two years. 
The final regulations lowered the pe- 
riod to six months. This change is said 
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intended to reduce the 
stock values (bringing out constant 
new issues at higher prices) which 
has plagued the business in Indiana. 


to have been requested by the attorney 
general of the state. The constitution- 
ality of the no-resale requirement had 
been challenged in public hearings. 
The attorney general is said to have 
agreed with doubts on constitutionali- 
ty and specified the six months limit 
to correspond to the SEC requirement. 

The proposed regulations would 
have limited organization and promo- 
tion expenses, including commissions 
on the sale of stock to an over-all 
10%. Securities dealers pointed out at 
the hearings that the statutory fees 
amount to approximately 3%, thus 
leaving a net of only about 7% for 
promotion and commissions. The final 
regulations change the 10% over-all 
limit to 10% exclusive of statutory 
fees. 


The new regulations represent a 
major attack on the problem of mush- 
rooming new companies in the state, 
some being organized by principals 
having no past insurance experience 
whatsoever. They were drafted after it 
became apparent that doubling the 
capital and surplus requirements by 
the last session of the state legislature 
was not serving as an effective deter- 
rent for promotional-type formations. 

The regulations require filing with 
the commissioner, a specified list of 
documents and records intended to 
give the department a thorough pic- 
ture of all moves in connection with 
the formation and promotion of new 
companies. Heretofore, such organiza- 
tional activities have been under the 
observation of the securities commis- 
sioner only. 


In addition to the restrictions on re- 
sale of new issues of stock, the regula- 
tions provide that the sale price of any 
new issue within five years of the date 
of the company’s original license shall 
be subject to the approval of the com- 
missioner and may not exceed 200% 


of the lowest price at which any shares 


were previously issued except under 


special circumstances to be judged by 


the commissioner. The restriction is 
_“tiering” of 


The regulations also require that 


the price of stock be paid in cash or 
note of not more than 90-day maturity, 
*’ and forbid any tie-in between the 
z note and the purchase of insurance or 
projected dividends from 


insurance. 
Also forbidden by the regulations is 


the device of an “underwriting com- 
pany” or agency controlled principals 
of the 
which all new business writings are 
funnelled and pay an override. The 
president of one new company in the 
state is rumored to have a combined 
income of $75,000 from the insurance 
company and the underwriting com- 
pany for it. 


insurance company through 


The regulations specify that they 


shall not apply to reorganizations, 
mergers, or any issue of stock not in- 
tended for public offering. 





Brotherhood Mutual 
Elects Rupp President 


FORT WAYNE—M. M. Rupp, exec- 


utive secretary for the past five years 
of Brotherhood Mutual Life, has been 
elected president, 
Neuenschwander, 
cause of poor health. Mr. 
schwander was named chairman of 
the board. Lester C. Gerig was elected 
vice-president and Arlo Gump secre- 
tary to succeed Mr. Rupp. 
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W. Va. Insurer Tax 
Held Invalid, Case 
Goes to High Court 


The West Virginia license tax im- 
posed on insurers by the 1956 legisla- 
ture has been held invalid by Circuit 
Judge Taylor. On his own motion, 
Judge Taylor has certified the ruling 
to the state supreme court of appeals. 

The suit attacking the levy was filed 
by Phoenix Mutual Life, Life of Vir- 
ginia, Niagara, Standard Accident, and 
Employers Mutual Liability from out- 
of-state, and by Inland Mutual and Se- 
curity, both of Huntington, W. Va. 

The companies contend that the tax 
empowered the state to impose a cor- 
poration tax on a company’s capital 
stock or unassigned surplus on a na- 
tionwide basis, regardless of the 
amount of its business in West Vir- 
ginia. They argued the 593 companies 
would be adversely affected by the 
new tax. 

Judge Taylor held the tax improper 
because of the “and/or” language in 
the statute. This, he indicated, dis- 
criminated between stock and mutual 
insurers, since the law stipulates that 
the tax may be based on capital stock 
or unassigned surplus, whichever is 
greater. 


e * * 

Judge Taylor also ruled that the tax 
violated the due process clauses of 
both the state and federal constitu- 
tions. But he upheld the state’s con- 
tention that the tax did not constitute 
an unlawful burden of interstate com- 
merce. He also agreed with the state’s 
claims that the tax did not represent 
dual taxation, being the only tax on 
the privilege of engaging in the in- 
surance business in West Virginia, and 
that its imposition was founded on a 
reasonable basis for determining the 
value of the privilege. 

Insurers contended that the act ac- 
tually imposes an “excise tax,” which, 
if carried out to its logical purpose, 
would make doing business in insur- 
ance prohibitive in the state. 

The levy was to have gone into ef- 
fect last July 1, but its imposition was 
stayed by a restraining order issued 
by Judge Taylor last summer and kept 
in effect pending outcome of the liti- 
gation. 


Conn. General Color 
Movie Shows Value 


of Group Coverages 


NEW YORK—Connecticut General’s 
new color movie, The Lifetime Look, 
was given a press preview here. The 
film was developed as an aid to ex- 
plaining in terms understandable to 
non-insurance people the value of 
group life, A&S, and hospitalization 
benefits. Built around incidents in em- 
ployes’ lives, it illustrates the types 
of retirement and insurance plans 
available to business. 

The movie stresses the dollars-and- 
cents value of group coverages in pro- 
moting peace of mind among employes 
and in making employes reluctant to 
leave the company. 

Speaking at the preview, C. Manton 
Eddy, vice-president in charge of Con- 
necticut General’s group operations, 
predicted that group sales will in- 
crease 15% or more in 1957. 

“The spectacular growth of insur- 
ance on a group basis,” Mr. Eddy 
said, “has brought with it added re- 
sponsibility to management and to the 
group underwriter. The progressive 
group underwriter now realizes that 
Part of his responsibility is to help 


management explain to employes just 
how the benefit program will aid the 
employees in time of need. The em- 
ploye who is freed from worry by a 
good benefit program, properly under- 
stood, is a more effective employe.” 





Discusses Estate Planning 

Warren F. Coe, general agent for 
Penn Mutual at Oshkosh, Wis., dis- 
cussed the life insurance aspects in 
“Personal Estate Planning” at a dinner 
meeting of the northern Wisconsin 
chapter of National Assn. of Cost Ac- 
countants in Manitowoc. 


Office Management §- 
Seminar Set for 
Chicago March 11-14 


The Chicago chapter of National Of- 
fice Management Assn. will hold its 
annual seminar at the Conrad Hilton 
hotel March 11-14 in conjunction with 
Northwestern university. The program 
includes talks by 13 experts in the 
field, who will discuss the labor turn- 
over, hiring practices, training, em- 
ploye morale, record systems, com- 
munications and supervision. 

Concurrently with the seminar there 


will: be a businéss show displaying the 


latest office equipment and electronic 
machines. 





N. Y. City Managers to Hear 
Singing Star at Jan. 15 Dinner 


Vicky Autier, French chanteuse now 
appearing at the Viennese Lantern in 
New York City, will entertain at the 
annual dinner of Greater New York. 
Life Managers Assn. in honor of past 
presidents at Hotel Pierre Jan. 15. 
Dinner chairmen are Irving S. Bober, 
New England Life, and Charles N. 
Barton, Union Central. 
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| How to Take a Pension Case 


in Stride — 


| 

| EVER been scared at the thought of a pension case—felt it was too tough to 
: handle? Sometimes they look formidable even to the experienced salesman who may i 
i never have tackled one. But not to W. S., live-wire young NwNL agent on the | 
| Pacific Coast. He recently lined up a pension case involving seven lives (we write ’em 

any size) and, with the ever-ready help of Northwestern National Life’s Pension 
| & Tax Department, solved the client’s problem in just a few short weeks. 

| Here’s the way it worked out: 


In the course of contacting one of his regular policyowners, agent W. S. learned 
that this man was considering a pension plan for employees in his plant. He outlined 
: 

| 

| 


contacted the firm’s attorney to work out details. The home office provided the attorney 
with a sample Trust Agreement, sample letters to employees and sample Resolution 

for the approval by the firm’s board of directors. Using these as guides, their attorney 
executed the necessary documents and we cooperated with him in presenting the essential 
information to the Internal Revenue Service for approval of the plan. 


| 

| 

| 

| 

) Result: Another pension sale completed; another satisfied client. And agent W. S. | 
received top commissions which this year and for many years ahead will be a | 
welcome “bonus” on top of his normal earnings. It’s happening every day, not only to 
NWNL agents but to brokers, too. Next time you as a broker get a line on a pension case | 
that requires a technical assist, call the nearest NWNL agency or contact our 
| 
| 
| 
} 
| 
| 


Pension & Tax Department direct. 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


4O years’ experience in brokerage tewice 





generally what benefits he hoped to provide; then the agent submitted data on all 
employees of the firm to the home office and a proposal was drawn up. 


The employer looked at the proposal, gave it the green light, and agent W. S. 
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Here’s Complete Story of NW. Mutual Graduation Plan 


(CONTINUED FROM PAGE 2) 


Mr. Henningsen said a natural ques- 
tion would be why the company did 
not have a fourth grouping of $25,000 
and higher or possibly even a fifth 





real backbone of ‘he company and to 
such a great extent makes possible its 
low cost. In today’s market there are 
many average-income prospects who 
can buy $10,000 of insurance in one 
purchase and it is in this area that the 
company must look for the great vol- 
ume market. Amount groupings in 
which the average buyer cannot par- 
ticipate may well cause him to feel 
that the big fellow are receiving pref- 
erential treatment to an extent un- 
justified by their comparatively small 
number. 

e There should be a reasonable per- 
centage of policies in each group. Dis- 
tribution of policies by number (per- 
centage in each group) is a significant 
factor. 

e This is a transition period. North- 
western foresees many variations as 
more and more companies adopt this 
gradation-by-size principle, particu- 
larly with respect to the number of 
price groupings and the extent of the 
price gradations. 


e If the gross premiums for new 
policy issues are to vary by size of 
policy, then consideration must be giv- 
en, to the extent feasible and equita- 
ble, to recognizing size for existing 
policies through larger dividends for 
larger policies. 

The company decided on a division 
into three amounts: Group I, below 
$5,000; group II, $5,000-$9,999; and 
group III, $10,000 and over. North- 
western’s 1955 new business was 37% 
in the first group, by number of pol- 
icies, 30% in the second group and 33% 
in the top size group. By amounts of 
new business, the three groups ac- 
counted for 9, 21, and 70% respectively 
of the 1955 new business. Mr. Hen- 
ningsen pointed out that by amounts 
of insurance, 91% of 1955 sales was in 
individual policy sales of $5,000 or 
more. 

To show how the per-policy expense 
varies with amount of insurance, Mr. 
Henningsen analyzed a $7.50 medical 


fee. For a $1,000 policy, the rate per 
$1,000 is of course $7.50. For a $5,000 
policy, it is $1.50 per $1,000, while for 
$10,000, it is 75 cents per $1,000. He 
said it is important to recognize that 
the “per-policy expense” expressed on 
a per-$1,000 basis grades off very 
sharply with increasing amounts of 
insurance and consequently the dif- 
ferences between possible different 
groupings for larger amounts of in- 
surance become very small. 

For example, on Northwestern Mu- 
tual’s expense basis, the “per policy 
expense” per $1,000 of insurance is 
$1.46 for group I policies, and 49 cents 
on group II, or a very substantial re- 
duction of 97 cents per $1,000. For 
group III ($10,000 or over), the per 
policy expense has gone down to 17 
cents per $1,000 or a reduction of 32 
cents from group II. This rate of de- 
crease is only one-third of what it 
was from group I to group II and the 
total reduction from group I to group 
II is $1.29. 
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As we enter our 70th year we express 
our appreciation to all of the field 
representatives who have had a part 
in the growth of the company. 
we can look back with pride on a 
record of growth and expansion in 
helping to provide income protection 
for the public, we are even more 
optimistic about the future. 
timism rests on a fine field organization 


which is the foundation for continued 


growth and service. 


CHATTANOOGA 
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Our op- 


grouping of $50,000 and higher. This 
would have reduced the “per policy 
expense” per $1,000 to seven cents 
for the $25,000 and over category and 
to five cents for the $50,000 and over 
category. Thus, the expense figure for 
$25,000 and over would be within 10 
cents of the 17-cent figure for the 
single grouping of $10,000 and over, 
while if a grouping of $50,000 and over 
had been used the difference between 
that and $25,000 would have been only 
two cents. 

Aslo the introduction of additional 
classes beyond $10,000 would have had 
the effect of increasing the per-policy 
expenses in the $10,000 to $25,000 
grouping because of the decrease in 
the average amount for that grouping 
as compared to the single grouping of 
$10,000 and over. 

Mr. Henningsen made it clear that 
introduction of premiums graded by 
size of policy will not of itself change 
the actual administrative per-policy 
expenses incurred. It just changes the 
method of allocating these expenses. 

“The fact is that through all these 
years in which policy size has not 
been recognized across the board— 
primarily because of former legal re- 
quirements—the smaller policy has, 
been subsidized to a degree by the 


larger policy,” he said. “This was the i) 


y 


situation because both policies were 
making the same contribution toward 
expenses per $1,000 insurance even 
though the cost of administering their 
insurance was quite different. With 
the change now being made, the small 
policy will be more nearly self-sup- 
porting, as it should be.” 

Discussing the varying viewpoints 
on applying expense gradation retro- 
actively, Mr. Henningsen said there 
is a strong opinion to the effect that 
existing business, having been sold on 
a philosophy of no gradation of ex- 
penses by size of policy, should not 
be changed in any way—either as to 
increasing the costs for one group or 
decreasing the costs for others. 

“Certainly that has been the ap- 
proach of the other companies with 
their specials,” he said. “The company 
bringing out a new policy with, say, 
a $10,000 minimum has not made the 
lower costs retroactive to previous 
$10,000 purchases. 

“In our look at the problem, we 
concluded there should be retroactiv- 
ity to the extent feasible and possible. 
As a practical problem, we had to 
recognize the fact that basically we 
were continuing the same premium 
rates and hence the question of a cost 
comparison was more natural and di- 
rect. We have certainly seen it in the 
questions raised during the latter part 
of December as to whether business 
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then under consideration should be 
closed in December or January. 





course, for you to tell to your per- 
sonally selected policyholders,” said 


tive local newspaper advertisements 
can be cast. A special center double 


Crauer, who gave an agent’s-eye view 
of the Q.E.S. plan. He was highly en- 












































































“$25 bow “we concluded to make the prin- Mr. Haggman. “Here again, your need spread will appear in Northwestern thusiastic. 
a fifth ’ ciple retroactive to existing CSO busi- is to move swiftly, systematically, Mutual Notes, the agents’ house organ, 
pr. This * ness which involved the same basic forcefully - . . to act while the news and extra copies of the spread can be Publish Annual CLU Review 
> policy remium rates, identical cash values, is still news. We think our job is to used in selling and informing clients 4 brief story of progress during the 
. cents and largely identical settlement op- help you conserve your time at the and policyholders. fiscal year recently ended is contained 
ory and tions. Even so, that involved the very lowest possible cost to you.” A 4-page folder emphasies that un- in the Annual CLU Review being 
nd over _ painful decision of increasing costs to | Mr. Haggman then flashed on the der Northwestern’s plan, rates apply mailed to all CLUs and other inter 
ure for group I policyholders as compared screen a facsimile of a special pre- to every life insurance plan and states “a a ee booklet is published b 
thin 10 with a continuation of the 1956 divi- approach letter to policyholders. There that “with Northwestern Mutual’s Prien Sot 2: sing pane Pond 
for the dend scale. Fortunately, however, in is also a similar letter for non-policy- quantity-earned savings, every plan ciety. Copies may be obtained from 
d over. recent years the bulk of our business holders. Northwestern has newspaper has the advantage of a ‘special.’ CLU public relations department at 
nd oves has been in groups II and III. “mats” available from which distinc- Final speaker on the panel was Mr. 3924 Walnut street, Philadelphia. 
yetween “Now to come to the question of 
en only the American -Experience business. » 
The farther we go back, the greater  ) 
jitional the proportion of group policies. In 
ve had Aside from this, we are here dealing 
-policy with an entirely different basis as to TI M E 
$25,000 premium rates. The mortality, inter- 
ase in est and expense assumptions were all d 
camel different. an 
ouping ee 
bing of “In addition, there were much more 
, liberal settlement options in those old- NEWSWEEK 
1r that er policies Therefore, if these 
led by larger policies were to be assessed 
change lower expense charges, they should 
-poli also be assessed higher costs for these a . 
es rr . very liberal settlement options. Con- ads similar to this 
enses, | sidering all the points involved, in- are appearing regular- 
these cluding the fact that a relatively larg- 
is not er proportion of group I policies would ly to bee ild prestige 
yard— pay higher costs through lower divi- eg 
al re- dends, we concluded that American for, and to assist, our 
y has, Experience business should continue _ ‘ 
y the? on the 1956 scale.” we r i Representatives m 
Mr. Haggman told of working wit f ‘ 
1 
ples } the company’s advertising agency, the their daily eff orts. 
ward J. Walter Thompson Co., on the E. h d h ‘] 
even promotional material for the Q.E.S. acn ad reaches mile 
thei plan. ° 
With “I think you’ll be interested to know h 10ns of persons who 
that we began with the name,” he 
_ said. “We needed a name—a name that are preeP ects. 
was descriptive, convenient, and above Thi } d e h 
all memorable. Finding it took time— 1s, coupled wit 
oints actually a great deal of time. SF. Sates t t ke 
etre. “We began with ‘quantity.’ It was our training, top-note 
there a good word. It conveyed the idea of ° 
that size. But ‘quantity’ alone was nothing. Bhi be ee 
id on It had to be ‘quantity’ that did some- “Tailor-Made” ich. 
- ex. thing. ‘Quantity that earned rate ad- roe) ea 1 fe), | EW Ta - o Pores 
|. met vantages,’ someone suggested. That designed fo meet indi 
1s to was good. esagate oy oe : d ] d ‘ i k 
uantity-earned ... what? Quantity- : 
willie } ne r premiums? pill 038 THIS IS a tragedy about to occur—as it does much too commonly on the COR NOSE, — ae 
ap- dividends? No, neither one. American scene today. Blinding lights on a curve, a screech of brakes— more money for you 
with “Then, as is often true in such mat- then death. d 
oany ters, we became aware of the obvious. Who was to blame is not important, for this tragedy extends far beyond “unaer 
say, The missing word was ‘savings. And the death that happened here. The husband, and father, has suddenly 
the Er, Semene Seeee: hare we te ee been taken away and no one can replace him 
ious life insurance business than savings? , 
Well, now we have savings that are This could be any one of us, today, tomorrow, next week. Those of us PAN. AMERIC AN'S 
we quantity-earned. who love our families have been foresighted enough to expect the 
tiv- “We had it. ‘Q.E.S.’—quantity- unexpected and made provision that, even though we are gone, those we CAREER CONTRACT 
ible. earned savings, a name you have seen leave behind need never suffer eco- 
| to or will oe we go along Re gr nomically. Life insurance is the most 
_we pal ig peangion er ae certain, most economical manner in "G dj f y, 
ium , , = : ie aaa ol 
bein ing yourselves using quite naturally. which to be positive your family will acini uardian o our 
di- With Q.E.S. as a beginning, the full- have what you planned for theie foremost Tomorrow” applies to 
the page announcement for Newsweek and future. There is no better life insur- mutval 
vart Time virtually wrote itself. No frills ance than Pan-American Life insur- «a Pan-American’s Repre- 
1ess were needed. The simple facts were ance and our Representative will be ies ’ 
— gig onl um . 4 slia t happy to present a “Tailor-Made” sentatives as well as 
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How Much Life Insurance Is Enough? 
Answers Offered at N.Y. Life Exhibit 


NEW YORK—New York’ Life is at- 


temping to answer the provocative 
question, “How Much Life Insurance 
Is Enough?” in an exhibit in the In- 
vestment Information Center on the 
main concourse of Grand Central ter- 
minal. 

Devereux C. Josephs; chairman of 
New York Life, and George Leness, 
partner of Merrill Lynch, Pierce, Fen- 
ner & Beane, the investment company 
sponsoring the center, will be present 
at New York Life’s exhibit which will 
remain open through February on 
weekdays from 8 a.m. to 6 p.m. and 
Saturdays from 9 a.m. to 2 p.m. 

The 1,000 square foot exhibit also 
includes a display devoted to the eight 
presidents of the United States who 
have insured by New York Life: Gar- 
field, Arthur, Harrison, McKinley, 
Theodore Roosevelt, Harding, Coolidge, 
and Franklin D. Roosevelt. There is 
also a display of the company’s career 
advertisements, where booklets on 
various careers will be distributed, as 


well as a display, “The Scale of Life”, 
which shows the importance of life 
insurance and social security. Another 
feature of the exhibit is a free weigh- 
ing machine where booklets, Your 
Weight and Length of Life, will be 
distributed. 

In connection with the demonstra- 
tions on the age-old question, “How 
Much Life Insurance Is Enough?”, 
New York Life said: 

“For years people have asked us, 
‘How much life insurance should I 
own?’. Of course, there is no over-all 
answer because everyone’s situation is 
different, and the answer ultimately 
depends upon a man’s reply to the 
question, ‘How much income each 
month do I want my family to have?’. 

“Naturally, the amount of money a 
family will need: to live on will de- 
pend upon a lot°of things: their pres- 
ent standard of‘living, the number of 
years before the children are self-sup- 
porting, how much income a widow 
would need after the children are 











FOR THE MAN 


General Agent 


I n busy, San Francisco, 7th top ranking market area of the 
nation—we have available a splendid opportunity for the right 
man, capable of handling General Agent responsibility. 
National Reserve Life has passed the two hundred million 
dollar milepost of Insurance In Force . . . and 1957 promises to 


be another banner year of progress in our expansion program. 
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nal narrator, with his wife taking the part of interested — 


interrogator, uses the “scale of life” to demonstrate how money replaces in. — 
come lost when a breadwinner dies. Many thousands have viewed this New | 
York Life exhibit at the investment information center at Grand Central © 
terminal, New York City. A surprisingly large number of spectators have — 
asked how much life insurance they should own, based on information they © 
supply to the calculating machine at the exhibit. 











grown, whether or not there’s a mort- 
gage on the family home, the need for 
special college funds, and of real im- 
portance, the amount social security 
will provide in benefits to a family.” 

With these factors in mind, the com- 
pany has undertaken to answer the 
question in what is believed to be the 
first such exhibition of its kind. More 
than 4,000 typical insurance programs 
have been pre-calculated to supply 
a working basis for individual queries 
from visitors. Ten different programs 
will be written on a blackboard daily. 


’ 
These programs will show the age of © 


a wife, the number of children in a 
family, the age of the youngest child 
and the annual earnings of a hus- 
band. This information is fed into the 
“cardatype” machine which in 30 sec- 
onds will give the answer to the 
amount of life insurance needed to 
supplement social security and pro- 
vide for minimum income needs. 





Lincoln Mutual Life & Casualty of 
Fargo has moved into its new $500,000 
three-story home office building there. 








WE ARE 
BUILDING 
IN THESE 

STATES! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 
Telephone: Olympia 4-2474 





WILMINGTON 99, DELAWARE 






STIGATE AT ONCE! 


LIFE INSURANCE CO. of AMERICA 





INVESTIGATE OUR 
PROPOSAL... LOADED 
WITH MONEY-MAKING 
ADVANTAGES FOR YOU! 


More Competitive 


L.I.C.A. Policies are replete 
with unusual selling fea- 
tures . . . loaded with ad- 
vantages you can get your 
teeth into — and really 
S-E-L-L! 


More Merchandising 


We offer a hard-hitting, 
sales producing program, 
from “mail to sell”. Every- 
thing furnished to you 
without charge. 


More Advertising 


We help you develop sales 
potential through local 
advertising, direct mail, 
quality-lead programs. 


More Money For You 


This is truly a “ground 
floor” situation. L.I.C.A.’s 
vigorous program of 
agency building spells 
O-P-P-O-R-T-U-N-I-T-Y for 
you! 
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Nussbaum Sees SS 
Taking 50% of Taxes 


If Present Pace Keeps on 

A. Jack Nussbaum, president of the 
NALU, told the Des Moines Life Un- 
derwriters Assn. recently that the 
National association is “terribly con- 
cerned’? about the continued increase 
in social security benefits and warned 
that if the pace continues at the pres- 
ent rate, “50% of our taxes will go to- 
ward social security in 25 or 30 years.” 

“We are delighted when social se- 
curity benefits are expanded horizon- 
tally to bring in more people,” he said, 
“but we do object when they are in- 
creased in a vertical manner by in- 
creasing benefits.” 

Mr. Nussbaum explained that the 
life industry is concerned “because we 
sell guaranteed dollars—promising to 
deliver a definite sum of money at 
some indefinite time.” 

“We want this money to be sound 
money,” he said, “and it can be sound 
money only if the government doesn’t 
spend too such money, or give it 
away.” 

He reminded the Des Moines agents 
that federal payroll deduction for so- 
cial security increased Jan. 1 from 2 
to 24%. “It doesn’t sound like much, 
but it keeps going up, regardless of 
which party wins the election,’ he 
said. Mr. Nussbaum said he feels that 
social security should be maintained at 
a “subsistence level” for a large num- 
ber of persons so that “nobody will go 
hungry. But the benefits shouldn’t be 
increased to a point where they stifle 
thrift and initiative in the individual. 
We've reached the point where many 
persons won’t save. They depend on 
the government. It gives them a false 
sense of security,” he warned. 

However, Mr. Nussbaum said he be- 
lieves increased social security bene- 
fits won’t cut into the sale of life in- 
surance sales, but rather will help 
sales. “People can’t live on $165 a 
month from social security, but we 
can sell them life insurance programs 
that (added to social security) will 
bring them $265 a month at retire- 
ment—and they can live on that.” 

Mr. Nussbaum estimates that life 
insurance in force, which passed the 
$372 billion mark a year ago, will at- 
tain a figure of nearly $1 trillion by 
1965. 

Harter B. Hull, president of the Des 
Moines association, presided at the 
meeting which gave Mr. Nussbaum a 
standing ovation both before and after 
his talk. 


Ask Congress to Probe 


Private Pension Plans 


National Planning Assn. has asked 
Congress to investigate private pen- 
sion plans which, it claims, freeze 
workers into jobs and discourage em- 
ployment of older persons. 

A staff report of the association said 
private pension plans have helped to 
heighten economic insecurity rather 
than reduce it, as intended. It sug- 
gested a change in tax laws so that 
employer contributions could be de- 
ducted for ‘tax purposes only if work- 
ers receive equity in their pensions. 
_The report said 20,000 private pen- 
sion plans covering 12.5 million per- 
sons have $24 billion in total assets, 
which are growing at the rate of $2.5 
to $3 billion a year. It said this situ- 
ation poses problems involving in- 
vestment of funds, corporate owner- 
ship, regulation, future supply of sav- 
ings, mobility of labor and executive 
personnel and other matters. 








State Mutual Sales Conferences 
State Mutual will hold 2-day reg- 


ional workshop conference for qualify- 
ing agents this spring at Hartford, 
Buffalo, Atlantic City, Atlanta,: French 
Lick, Ind., Dallas and Carmel, Cal. 





Conn. Mutual Raises 
Sales in 1956; Total 
Record $427,668,000 


Connecticut Mutual life insurance 
sales in 1956 totaled a record $427,- 
668,000, up $24,046,000, at year’s end. 

Insurance in force rose to a new 
high of $3,397,000,000, up a record 
$274 million. 

The 1956 figures do not include de- 
creasing term, paid-up additions, or 
annuities. The company does not write 
group. 

Fifty-three of the 81 general agen- 
cies scored gains for the year, with 
16 posting 10 or more plus months. 

For the eighth consecutive year, top 
agency was the Josephson agency at 
New York, with $21,668,000. 

Other top agencies are Hunken, Chi- 
cago, Jones, Los Angeles, Kail, Cleve- 
land, Fraser, New York, Williamson, 
Chicago, Love, Hartford, Bates, Los 
Angeles, Rosenfelt, Toledo, and Flue- 
gelman, New York. 


R. Edwin Wood, 
associate manager 
of Phoenix Mutual 
at San Francisco, 
president of Islam 
Temple Peninsula 
Shrine club, is § 
shown (center) as 
he presented, in 
behalf of the club, ./ 
two cots with ~ 
wheels to San 
Francisco Shriners 
Hospital for Crip- 
pled Children. 


Margaret Peck, * 
director of the 4 
hospital, is pic- al 


tured receiving one of the cots which 





is being tried out by a young patient. 


Two club members attired in clown costume were on hand for the presenta- 
tion, which took place at the annual Christmas party staged by the club for 


the patients. 








Gold Zone 2 Chairman 


Commissioner Gold of North Caro- 
lina has become chairman of Zone 2 
of National Assn. of Insurance Com- 
missioners with the resignation of 
August Pryatel, Ohio commissioner. 
Mr. Gold has been serving as vice- 
chairman. The zone is composed of 


North Carolina, South Carolina, Vir- 
ginia, West Virginia, Ohio, Maryland, 
Delaware, Pennsylvania and the Dis- 
trict of Columbia. 





Marvin R. Greathouse, Connecticut 
General Life, Oakland, has been nam- 
ed general chairman of the 1957 north- 
ern California sales caravan. 
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Progress report on Prudential's aecentralization—No. + 





A 


Prudential’s North Central Home Office . . . part of our program to bring 
Prudential service closer to the people we serve—through decentralization. 
With headquarters in Minneapolis, Minnesota, The North Central Home 
Office established in 1955 serves the area you see above. Other regional 
home offices are located in Chicago, Jacksonville, Los Angeles, Houston 
and Toronto, in addition to the Home Office in Newark. 


The Prudential 


INSURANCE COMPANY OF AMERICA 


SICKNESS & ACCIDENT PROTECTION * GROUP INSURANCE + GROUP PENSIONS 
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Graded Premiums and the Small Policy 


With its quantity-earned savings 
plan—“Q.E.S.”—Northwestern Mutual 
has unquestionably let loose with a 
competitive factor of major impor- 
tance. But. rather than = attempt 
to evaluate its probable influence on 
the life insurance business we invite 
your attention to a news article in 
this issue that describes in consider- 
able detail the plan and the mer- 
chandising of it. For the benefit of 
those who’d like to see how the Q.E:S. 
plan’s net costs compare with those 
on other companies’ specials, the ar- 
ticle includes a tabulation giving the 
new rates in the three size groupings. 

What we’d like to comment on, 
though, is a point that got quite a bit 
of discussion in various sessions on 
“special” policies, including the con- 
ference held by the New York depart- 
ment in an effort to determine what 
its official attitude ought to be to- 
ward these “specials.” This point is 
the effect on the smaller policies— 
those that don’t meet the volume re- 
quirements for a “discount’’ price. 

The argument has been made that 
the issuance of specials or the grading 
of premiums by size of contract would 
result in a heavier cost for the fellow 
unable (or unwilling) to buy enough 
insurance to earn the quantity dis- 
count. Some have expressed the view 
that this could have unfortunate pub- 
lic relations consequences. 

We don’t agree with this viewpoint. 
The fact is that in the absence of pre- 
mium gradation the smaller policies 
are subsidized to a certain extent. But 
there is no God-given right to this 
subsidy. Life insurance.is a social in- 
stitution but it is not an eleemosynary 
one. There should certainly be no dis- 
crimination against the buyer of the 
small policy. But there is no obliga- 
tion to give him more than he pays for 
—yet that is what happens when the 
same rate per $1,000 is charged for a 
$1,000 policy as ‘for a $10000 policy. 

For the worriers, it might be pointed 
out that the difference in cost to the 
small policyholder will probably be 
quite small. Certainly that is the case 
with Northwestern Mutual’s gradu- 
ated rate structure. In some compa- 
nies it could well be considerably 
greater. But it’s a fact of economic 
life that cost tends to be reflected in 
price, up to the point that refinements 
in size groupings become expensively 
cumbersome, adding more:to the cost 
of administration than is gained in 
needlessly precise equity. 

As far as helping the small-policy 
buyer is concerned, it can be argued 
that he is better off paying a rate that 
reflects his cost. What has been hap- 
pening is that quite a few excellent 
companies have deliberately discour- 
aged solicitation of the smaller pol- 
icies or have done what amounts to 
the same thing—recruited agents, so 
far as possible, of a type who would 
not be likely to work among the $1,000 
policy buyers. 

The graded premium principle isn’t 
going to change this situation much 
but it should mean that the man who 


wants to buy a small policy and the 
agent who’d like to sell him one won’t 
be made to feel that the company 
would rather not have the business. 

But the big point is that with a 
company of Northwestern Mutual’s 
size and aggressiveness committed to 
the graded premium plan, the ques- 
tion of whether social and public re- 
lations considerations favor keeping 
the subsidy that small policies have 
been enjoying becomes pretty academ- 
ic. Northwestern Mutual is not the 
first life company in the United States 
to use the “cheaper-by-the-dozen” 
premium basis but, operating in all 
but four states, its influence is bound 
to be widespread as well as intensive. 
Moreover, a practical difficulty with 
making much of a case out of North- 
western’s withdrawal of the small-pol- 
icy subsidy is that even without it 
the net cost shows up well enough 
so the $1,000 buyer doesn’t seem ex- 
actly downtrodden. 

Our heart would bleed more for the 
small buyer if we ever saw any evi- 
dence that he appreciated reasonable- 
ness in the cost of his life insurance 
or that he was foregoing the purchase 
of luxuries in order to own a decent 
amount of life insurance. He buys all 
manner of possessions on the install- 
rnent basis, rarely giving any thought 
to whether he is being overcharged 
for the goods or for the credit facilities 
he uses so lavishly. When such citi- 
zens develop a Ifttle sense about their 
other buying, it will be time enough 
to worry about whether they deserve 
a trifling subsidy in the price of their 
life insurance. 


PERSONALS 


James N. Cunningham, vice-presi- 
dent and legal officer of Crown Life, 
has been appointed a “Queen’s Coun- 
sel.” Mir. Cunningham also is chair- 
man of the standing committee of home 
office counsel of Canadian Life Of- 
ficers Assn. Announcement of the ap- 
pointment was made by the attorney- 
general of Ontario. 











Gretchen Hohaus, whose father, 
Reinhard A. Hohaus, is vice-president 
and chief actuary of Metropolitan Life, 
is pictured on the cover of the current 
issue of Glamour magazine. Miss Ho- 
haus, whose professional name is Gret- 
chen Harris, also appears in fashion 
shots in the current issue of Vogue 
magazine. 


Joshua B. Glasser, Continental As- 
surance general agent, Chicago, has 
been named chairman of the 1957 
Combined Jewish Appeal of Chicago. 
In 1956, CJA raised $6.1 million in 
Chicago for Jewish relief. 








MADISON A. COOPER, 82, an or- 
ganizer of Interstate Life & Accident 
in 1909 and its claim adjuster for sever- 
al years, died in a Chattanooga hospital. 
He had been with Union Central before 
helping to set up Interstate. He left 
the insurance business some years ago. 





THOMAS A. PHILLIPS, 75, chair- 
man of the board of Minnesota Mutual 
Life, died. He be- 


gan his 5l-year 
career in the life 
business in 1905 


when he joined the 
actuarial depart- 
ment of New York 
Life following his 
graduation from 
Toronto univer- 
sity. In 1909 he be- 
came __ secretary 
and actuary of 
Minnesota Mutual, 
was elected vice- 
president in 1918, president in 1929, 
and board chairman in 1947. During 
his long association with Minnesota 
Mutual, Mr. Phillips was instrumen- 
tal in directing the expansion of the 
company many times over, from 
about $25 million in force in 1909 to 
in excess of $1,500,000,000 in 1956. 

At the time. of his death, Mr. Phil- 
lips also was a director of St. Paul 
Fire & Marine, American National 
Bank of St. Paul, the First Trust Co., 
and Northern States Power Co. of 
Minnesota. He was a fellow of So- 
ciety of Actuaries, past president of 
American Institute of Actuaries (now 
Society of Actuaries), associate of the 
Institute of Actuaries of Great Bri- 
tain, past president and former mem- 
ber of the executive committee of 
American Life Convention, and past 
member of the board of Life Insur- 
ance Assn. of America. He also was a 
member of several other insurance 
organizations. 


ROBERT E. ROUSH, 67, retired 
general agent for Bankers Life of Ne- 
braska, died in a Clinton, Okla., hos- 
pital. He joined Bankers Life in 1926 
and was named general agent at Cus- 
ter City, Okla., in 1931. The agency 
was moved to Clinton in 1938, and Mr. 
Roush continued the agency operation 
there until his retirement in 1954. He 
continued in personal production until 
just recently when a heart condition 
necessitated his hospitalization. Death 
came from coronary occlusion. 


T. A. Phillips 


CLAYBOURNE G. SNEAD, 80, 
president and a founder of. Independ- 
ent Life & Accident of Jacksonville, 
died of cancer. He entered the busi- 
ness with Industrial Insurance & 
Banking Co. at Jacksonville in 1899 
and joined Florida Mutual Benefit 
Assn. two years later. He became sec- 
retary-treasurer of the newly organ- 
ized Independent Life & Accident in 
1920. 


JAMES C. McDONOUGH, 55, vice- 
president of Massachusetts Indemnity 
& Life, died. He had served the com- 
pany as a general agent at Boston and 
Pittsburgh before going to the home 
office in 1936. He also had been with 
United States Casualty. Mr. McDon- 
ough’s brother, John T., is general 
agent for Massachusetts I.&L. at Chi- 
cago. 


HARRY N. -MARTIN, 65, general 
assistant manager of Metropolitan 
Life in its southeastern territory, died 
at his home in Decatur, Ga. He was 
manager at Memphis from 1930 to 
1946. 


ARTHUR A. DOBSON, 67, Lincoln, 
Neb., contractor and director of Mid- 
west Life of Lincoln, died. 
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Comm. Humphreys 
Will Keep Job Under 


New Mass. Governor 

BOSTON—Though Gov. Furcolo, 
who has just taken office here, is a 
Democrat and Insurance Commission- 
er Humphreys is a Republican, there 
is no expectation that the new gover- 
nor will move to supplant Mr. Hum- 
phreys. 

Mr. Humphreys was appointed for a 
3-year term last April and it would be 
distinctly unusual for a governor to oust 
a department head during his term of 
office for no better reason than to re- 
place him with a member of the reign- 
ing political party. The governor would 
have to obtain the consent of his coun- 
cil, which he could probably get, since 
it is of his own political faith. 

However, in the absence of any basis 
for seeking Commissioner Humphreys’ 
removal or even any political feud be- 
tween the two men, the seeking of a 
commissioner’s ouster would probably 
be considered politically unwise. Not 
too many years ago this was done to 
an insurance commissioner and the 
political reaction was definitely un- 
favorable. 

Since the election of a Democratic 
governor in Massachusetts last Novem- 
ber, there has been considerable spec- 
ulation on Commissioner Humphreys’ 
probable tenure but it didn’t come 
from those who are aware that other 
considerations than the operation of 
spoils system are involved. 

It is true that Commissioner 
Humphreys has been under fire to 
some extent in connection with rates 
on automobile insurance but this is 
not looked upon as anything that 
would be likely to be used as a basis 
of an ouster move by the governor. 
The new governor is much more likely 
to be absorbed in making a record 
for positive and constructive actions 
rather than engaging in a feud with a 
department head of’ the opposite polit- 
ical camp, according to observers here. 





Eight agents of Southland Life at- 
tended a sales training school at the 
home office this week. 


_Gold May Ask for 


Larger Surpluses, 
Seeks Agent Law 


Commissioner Gold of North Caro- 
lina is expected to ask the state legis- 
lature, which meets Feb. 6, to increase 
by 100% the surplus newly organized 
insurers must have before they can 
be licensed. He has invited suggestions 
from the business. 

Present regulations require fire and 
casualty companies to be capitalized 
at a minimum of $300,000, with a 
$140,000 surplus. Life companies pres- 
ently may organize with $200,000 cap- 
ital, $100,000 surplus. 

He will also ask for a law authoriz- 
ing the department to revoke the li- 
cense of any agent representing a non- 
licensed company in the state with- 
out authority from the insurance de- 
partment. It is expected that the law 
will be so worded as to give him a 
method of controlling these agents 
and enable him to force non-licensed 
companies, such as those operating on 
some military establishments, to pay 
the premium tax. 


Midland Mutual Now 
Purely Mutual; Also 
Makes Policy Changes 


Midland Mutual Life has retired all 
capital stock and filed amended ar- 
ticles of incorporation, meaning that 
the company is now completely mu- 
tual. This action comes about 17 
months after the first step in that 
direction was taken by the company’s 
board. It is considered as a climax to 
the company’s 50th anniversary year, 
which leaves the company with over 
$325 million of life insurance in force, 
assets of approximately $94 million, 
and policyholders’ surplus in excess of 
$7 million. 

Midland Mutual also has reported 
a number of other significant changes 
and additions, including a new divi- 
dend schedule of policies issued since 
Jan. 1, 1938, new rate books, and a 
revised occupational manual. These 
changes all became effective Jan. 1. 
Dividend payments under the new 
schedule will be about $80,000 higher. 
As the new dividends affect policies 





Horace Greeley said: 


expansion programs. 
FAR AHEAD OF COMPETITION 


money making possibilities. 


P.O. Box 30 





“GO WEST YOUNG MAN, GO WEST.” 


And For Peace, Prosperity, Health, Happiness it’s American Buyers 
and the ‘Valley of the Sun,"’ Phoenix, Arizona. 


MORE OPPORTUNITY FOR GENERAL AGENTS 


We're growing and it will pay you to investigate our phenomenal 


ABC's contracts have advantageous selling features, with unusual 


Write, Wire or Phone Collect 
L. F. E. Burges, Executive Vice President 
Alpine 8-6925 





American Buyers Lite Insurance Company 


Phoenix, Arizona 








to be issued in the future, they will 
result in improved 20 year total divi- 
dends, accumulative dividends and net 
cost illustrations. 

Revised rate books have been dis- 
tributed to the field force. One is a 
large rate book, in loose-leaf form de- 
signed primarily for office use. The 
second is a smaller, abridged version, 
intended particularly for field use. 
Each book contains information on 
both life and A&S coverage. 

Midland Mutual’s occupational man- 
ual has been revised to reflect im- 
proved experience on lives rated for 
occupational hazards. In some cases 
ratings have been reduced; in others, 
eliminated entirely. 

Other important changes include: 

1. Increase in the company’s normal 
limit of issue to a top of . $375,000, 
graded downward for age and rating. 

2. Increase from 234% to 3% in the 
rate of interest credited on premium 
deposits. 

3. Liberalization of the conversion 
provision in the mortgage redemption 
policy, the income protection rider and 
the term portion of the family main- 
tenance policy. - 


Aetna Life Promotes 
M. B. Brainard Jr. 
to V-P and Treasurer 


Aetna Life has promoted Morgan 
B. Brainard Jr., vice-president and as- 
sistant treasurer since 1948, to vice- 
president and treasurer. He will head 
the investment department, succeed- 
ing James H. Brewster Jr., who has 
retired as vice-president and treas- 
urer after 31 years’ service. 

Mr. Brainard, whose father is chair- 
man of Aetna Life, joined the compa- 
ny in 1927. He was appointed assist- 
ant treasuer in 1935 and later was 
named to a similar post in Aetna Cas- 
ualty and Standard Fire. He was 
elected a director of Aetna Life and 
Aetna Casualty last October. He has 
been treasurer of Life Insurance Med- 
ical Research Fund for 11 years. 





Change Ohio Federation Date 


Insurance Federation of Ohio has 
changed the date of its legislative 
banquet to Feb. 5 instead of Jan. 29 as 
previously announced. The banquet 
will be at Columbus. 
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Still greater flexibility on Connecticut General’s 
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DD65 is the modern answer to long-term total 
disability; providing a monthly income to age 65 


For full details call the Connecticut General 
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Ask Changes in Minn. : 
Insurance Tax Laws 


Important changes in Minnesota in- 
surance tax laws, as recommended in 
the report of the governor’s tax study 
committee, include a suggestion that 
the gross premium tax base be broad- 
ended to include types of organiza- 
tions now exempt if their operations 
are conducted on a regular commer- 
cal basis. 

The report urges that present ex- 
emptions for non-commercial frater- 
nal associations with relatively low 


maximum benefits and for small non- 
commercial town and farmer’s mutual 
companies be continued. 

Because of retaliatory provisions, 
the report recommends no increase in 
the 2% premium tax now collected, in- 
dicating that such an increase would 
weaken the competitive position of 
Minnesota companies. 

The report also suggests that taxa- 
tion of annuity considerations be con- 
tinued permanently. 





Financial Reserve Life of Joplin, 
Mo., has been licensed in Kansas. 
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American Society Sets 
Chapter Management 
Schools for March 


American Society will hold schools 
in chapter management for local CLU 
officers March 4-5 in Chicago and 
March 18-19 in Dallas. 

The case method will be used to 
demonstrate how successful methods 
are being used. CLU chapter objec- 
tives will be discussed, the task of ex- 
ecutive leadership will be defined and 
methods of doing the job will be 
dramatized. 

Officers of about 12 chapters in in? 
area will be invited to each meeting. 
On hand will be American Society di- 
rectors, who will carry the story to 
other chapters. 

Working out final details is a com- 
mittee consisting of Lillian G. Hogue, 
New York Life, Detroit, a director of 
the society; Leroy G. Steinback, man- 
aging director of the society, and Wal- 
ter B. Wheeler, director of field serv- 
ices of American College. 

Initial plans were made by the so- 
ciety’s chapter activities committee at 


its 2-day annual meeting in Cleveland. 
Harry L. Hamilton, manager of Home 
Life at Louisville, presided. Chairmen 
of subcommittees which planned the 
program were Jack S. O’Neill, Provi- 
dent Mutual, Los Angeles, and Walter 
L. Downing, associate general agent 
of New England Life in Boston and a 
director of the society. 

Harold K. Myers, assistant manager 
of Travelers in Cleveland and a di- 
rector of the society, was placed in 
charge of general arrangements for the 
society’s annual breakfast meeting 
next September in Detroit. 





Pacific Mutual Reduces 


Premium Waiver Costs 


Pacific Mutual Life is reducing on 
an average of 38% premium rates on 
new placements of permanent total 
disability premium waiver coverage. 
Favorable claim experience for the 
past several years makes the new 
lower rate possible, according to Os- 
car Swenson, Pacific Mutual actuary. 
He said that present owners of parti- 
cipating policies carrying the benefit 


also would share in the savings 
through favorably adjusted policy 
dividends. 
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COATES, HERFURTH & 
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Consulting Actuaries 
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Haight, Davis & Haight, Inc. 


Consulting Actuaries 


ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 




















GEORGIA 


RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
JAckson 3-7771 
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GA, VA.-N.Y. 
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NELSON and WARREN 
Consulting Actuaries 
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Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 
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ILLINOIS 


CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 

















Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Harry S. Tressel, M.A.I.A. Irma Kramer 
M. Wolfman, F.S.A. ‘ Wm. P. Kelly 
M. A. Moscovitch, A.S.A. D. W. Sneed 
A. E. Selwood 
FRanklin 2-4020 








OKLAHOMA 


W. J. BARR 
CONSULTING ACTUARY 


Classen Terrace Building 
1411 Classen Blvd. 
Oklahoma City 6, Oklahoma 
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CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 
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332 S. Michigan Ave. Chicago 4, Ill. 











Milliman & Robertson 
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914 Second Ave. 400 Montgomery St. 
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Attend Mid-America’s 
famous 


CHICAGO SEMINAR 


March 11 to 14 
Conrad Hilton Hotel 
Chicago 


13 top-name (practical minded) ex- 
perts will give you proven ideas— 
ideas geared for immediate use to 
solve these high cost office 
problems: 


e High labor turnover 

e Hit and miss hiring practices 
@ Ineffective training 

e@ Low morale—low productivity 
@ Voluminous record systems 

@ Faulty, communication 


e Careless supervision 


The 15th Annual CHICAGO 
SEMINAR is co-sponsored by the 
Chicago Chapter of the National 
Office Management Association and 
Northwestern University, and is 
also held concurrently with the 
BUSINESS SHOW —a gigantic 
display of all the latest office equip- 
ment and electronic office machines. 


West Madison St., Chicago 2, Ill. 


I want to reduce office costs! Please 


r 
| Clip and mail to OMAC, Dept. NUL 
| los 

| 























send me details of the Chicago Semi- 
nar and Business Show. 
Name 
Address 
City. State. 
Compan 
et: A RTL ROT A J 


Conn. Mutual Lite 
Non-Medical Limits 
for Ages up to 35 


Connecticut Mutual has raised its 
non-medical limits to a top of $25,000 
for ages 10-30, subject to a $15,000 12- 
month limit. For ages 0-9 and 31-35, 
limits have been increased to $10,000 
within 12 months and $15,000 over-all. 
For ages 36-40, limits remain at $5,- 
000 and $10,000. 

The company now will consider 
family income and decreasing term 
riders on a non-medical basis, pro- 
vided the total initial amount at risk 
is within the new maximums and that 
the initial amount under a rider does 
not exceed twice the face amount of 
the basic policy. 

The discount rate for advance pre- 
miums has been increased from 2% 
to 3%. Up to a maximum of 20 annual 
premiums per policy will be accepted 
at the 3% discount, subject to the 
company’s maximum cash limits. 





Younger is Interim 
Ohio Superintendent 


R. E. Younger is the new Ohio su- 
perintendent of insurance, probably 
pending an appointment by Gov. elect 
O’Neill. Mr. Younger, formerly dep- 
uty, was appointed by Gov. Lausche 
just before his resignation to take of- 
fice as a U. S. Senator. He succeeds 
August Pryatel, whom Gov. Lausche 
recently appointed to the Cleveland 
municipal bench. Mr. Younger may be 
in office for some time, though it ap- 
pears certain a Republican will get 
the post eventually. It is understood 
Mr. O’Neill wants to hold off on ap- 
pointments until the legislature deals 
with an emergency measure to in- 
crease salaries. The present salary of 
the insurance superintendent is $10,- 
000. 





Chicago Home Office 
Underwriters Meet Jan. 15 


Chicago Home Office Life Under- 
writers will hold a monthly meeting 
Tuesday, Jan. 15, at Toffenetti’s res- 
taurant, 72 West Randolph street. A 
case clinic will be held, with material 
being provided from cases used at the 
annual meeting of Institute of Home 
Office Underwriters at Dallas. 


STOCKS 


By H. W. Cornelius, Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, Jan. 8, 1957 
Previous Current 

Week’s Bid Bid Asked 











Aetna Life o..cccccssesesessseee 169 178 182 
Beneficial Standard ............. 15 15 16 
Cal.-Western States ............. 74 7442 #7 


saseneteikeeeotentsenios 95 93 97 


Continental Assurance 
Franklin Life 
Great Southern Life . 









Gulf Life ...........00 31% 31% 32 
Jefferson Standard 126 128 132 
Kansas City Life .. 1130 1125 1150 
Life & Casualty .... - 22% 20% 21% 
Life Insurance Investors... 13% 14% 14% 
Life of Virginia 103 106 
Lincoln National .. 206 210 
Missouri _.........eccseee 31 Bid 
National L. 8c A. w.ccccccccssseese 88 92 
North American, I. ............ 18% 19% 
N.W. National Life ............... 102% 102 104 
Ohio State Life ..........scs0 270 280 ~=Bid 









Old Line Life 
Southland Life 
Southwestern Life .... 


Travelers  ..........sse0 68 69% 70% 
United, Il. .... 23 23 24 
U. S. Life .......0 27% 27% 28% 
West Coast Life .. 4% 4 47 


Wisconsin National ... 
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Commercial and industrial 
expansion is at an unprece- 
dented high in the Southeast 
—and Liberty Life is con- 
tributing to the region’s 
economic progress with mil- 
lions of dollars in capital 
investments. Our faith in this 
growing area is matched by 
the confidence of families 
and businesses in our Com- 
pany: today, more than 
900,000 policyowners look 
to Liberty Life for insurance 
protection of every kind. 


LIBERTY LIFE 





INSURANCE COMPANY 


Greenville, South Carolina 
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FINANCIAL FREEDOM FOR THE FAMILY 
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Old Republic Life Insurance Compahy 
provides the most.complete specialized 


ance market for agents serving finan- 
cial institutions engaged in diversified 


call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 


Chicago 1, Illinois 


BOSTON MUTUAL 


INSURANCE COMPANY 
BOSTON 16, re 6 


credit life, accident and sickness insur- 


instalment credit. Its representative 
can be of assistance to you. A phone 
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: He went to the Houston home office in 
Prudential 1954. Mr. Strong joined the company 


Three executives in the agency di- 
vision of the Houston regional home 
office of Prudential have been promot- 
ed. Included in this rearrangement 
was the creation of a new district 
agency region. W. W. Githens becomes 
executive director of agencies in 
charge of ordinary agencies and group 
sales and service. He is being replaced 
as director of ordinary agencies by 
C. D. Stephens, formerly associate di- 
rector. H. J. Strong, associate director 
of agencies, has been promoted to di- 
rector and will be in charge of the 
newly created region covering district 
offices in Oklahoma and Kansas, with 
exception of metropolitan Kansas 
City. 

Mr. Githens joined Prudential at 
Toledo in 1936 and was with the com- 
pany at Newark before going to Hous- 
ton. Mr. Stephens, formerly manager 
of the Houston ordinary agency, has 
been with the company for 10 years. 


at Pasadena in 1932 and later was 
promoted to assistant district mana- 
ger there. He managed the district at 
Austin before going to the Houston 
regional home office several years ago. 

Floyd K. Bennett, who has been su- 
pervising ordinary agencies in the 
Minneapolis regional home office of 
Prudential since 1954, has been pro- 
moted to director of ordinary agencies 
there. He joined the company in 1946 
at Cincinnati. After serving as a train- 
ing consultant at the home office in 
Newark, he was appointed manager 
at Dayton in 1952. 


Guardian Life 


Appointed to the staff of Guardian’s 
newly organized group department are 
Jeremiah T. Brennan Jr., group un- 
derwriter; William J. Burrell, attorn- 
ey; Thomas J. Kelly, actuarial super- 
visor, and Lawrence A. Weggenman, 
group administrator. Mr. Brennan 








Life and Casualty Insurance Company has always followed a 
well planned course for progress. We look to the future with 
confidence. With well over a Billion Dollars of Life Insurance 
in force today, compared with the modest beginning of 1903, 
our goal of Two Billion Dollars of Insurance in force by 1960 
is already assured of achievement. Aware of the abilities of the 
men and women in.our field force, because of the marvelous 
accomplishments in the past, we are confident that this goal 


will be reached. 
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joined the company in 1948 and has 
been pension trust manager in the ac- 
tuarial department. Mr. Burrell was 
insurance policy examiner of New 
York insurance department at Albany 
before joining the company in 1956. 
Mr. Kelly did actuarial work for pen- 
sion consulting firms in New York be- 
‘fore joining the company as an admin- 
istrative assistant in 1955. He is an as- 
sociate of Society of Actuaries. Mr. 
Weggenman joined the company in 
1938 and has been an underwriter of 
mortgage loan investment in the mor- 
tgage department. 


Travelers 


E. Reid Hartsig has retired from 
Travelers after 32 years of service. He 
has been assistant superintendent of 
training and special services. He join- 
ed the company in 1924 as a field su- 
pervisor at Philadelphia and went to 
the home office in 1929 as assistant 
supervisor of agency field service. 


Connecticut Mutual 


Clifford R. Walker, assistant super- 
intendent of agencies, has been pro- 
moted to the new- 
ly created post of 
agency comptrol- 
ler. Daniel W. Es- 
chenbrenner has 
been named as- 
sistant agency 
comptroller. Mr. 
Walker joined 
Connecticut Mu- 
tual in 1931 and 
transferred from 
actuarial work to 
the agency depart- 
ment in 1935. He 
is a CLU. Mr. Es- 
chenbrenner serv- 
ed 28 years on the staff and as cashier 
at St. Louis. He was named field aud- 
itor and transferred to the home of- 
fice in 1953. 


Massachusetts Mutual 


Rowland H. Long has been named 
vice-president and general counsel, 
and Louis Levinson has been named 
vice-president and actuary. Ralph A. 
Armstrong and Carl A. Sabin have 
been promoted to assistant general 
counsel. Mr. Long joined Massachu- 
setts Mutual as assistant counsel in 
1948, becoming associate counsel in 
1950, counsel in 1952 and general coun- 
sel in 1954. He is a onetime faculty 
member of St. John’s university law 
school and formerly represented sev- 
eral American and alien insurance 
companies. Mr. Levinson joined the 
mathematics department in 1927, be- 
coming assistant actuary in 1937, as- 
sociate actuary in 1946 and actuary in 
1951. He is a fellow of Society of Ac- 
tuaries. Mr. Armstrong joined the 
company in 1927, becoming an attorney 
in 1931, assistant counsel in 1945 and 
associate counsel in 1952. Mr. Sabin 
joined the company in 1920 and, after 
three years in the purchasing and pol- 
icy departments, entered the law de- 
partment. He was named attorney in 
1924, assistant counsel in 1943 and as- 
sociate counsel in 1952. 


Bankers Life of lowa 


John S. Corley, secretary-treasurer 
of Bankers Life of Iowa, retired under 
the company’s pension plan Dec. 31, 
and is succeeded by Ray E. Cassell, 
who has been named his successor as 
secretary, and Harvey E. Handford, 
who succeeds Mr. Corley as treasurer. 
These appointments previously were 
announced in November. 

Mr. Corley joined Bankers Life in 
1930 and was assigned to city loans 
and bonds division of the investment 
department.. He was named. assistant 
treasurer in 1935 and treasurer nine 
years later. He was elected secretary- 
treasurer in 1946. 


Columbian National 

William A. McMahon has been ap- 
pointed assistant secretary and Wil- 
liam T. Condon has been named as- 
sistant director of sales. Mr. McMahon 





C. R. Walker 


joined Columbian National in 1947 as 
supervisor in the issue and contract 
division and has been manager of the 
claim department. Mr. Condon joined 
the law department in 1953 and, since 
early last year, has been manager of 
advanced underwriting services, a post 
he will continue to hold. 


Pan-American Life 


J. Merle Lemley has been appoint- 
ed director of the pension department. 
A founder of Pen- 
sion & Group 
Consultants, Inc., 
insurance consult- 
ants of Cincinnati, 
he resigned as 
president to join 
Pan-American. He 
entered the group 
field with Aetna 
Life in 1941 and 
became district 
manager of the 
group department 
at Little Rock. He 
left in 1947 and 
joined Occidental 
Life of California where he served as 
group regional manager at Cincinnati 
and St. Louis. He joined New York 
Life as district group supervisor at 
Cincinnati in 1951, and remained there 
until forming the consulting firm. 


Companion Life 


John S. Cook, secretary since 1950, 
and Dallas H. Feay, assistant vice- 
president and actuary since 1952, have 
been elected vice-presidents. Charles 
A. Koppen becomes agency secretary. 
Mr. Cook entered the business with 
Bankers National in 1929 and advan- 
ced to assistant underwriting secretary. 
He joined Companion Life as chief 
underwriter in 1949. Mr. Feay was 
with Metropolitan Life, Central Stand- 
ard Life of Ghicago and Union Labor 
Life, where he was vice-president-ac- 
tuary. He joined Companion as actuary 
in 1950. Mr. Koppen has been with 
Aetna Casualty at New York, New 
England Life and most recently has 
been with a New York broker. 


Teachers and CREF 


Miles C. Babcock has been ap- 
pointed vice-president and mortgage 
officer and Wilfred J. Wilson has 
been named associate secretary. Be- 
fore joining TIAA-CREF in 1954, Mr. 
Babcock was with Prudential for sev- 
en years, serving as supervising ap- 
praiser at the Denver regional office 
from 1949 to 1954. Mr. Wilson joined 
as assistant secretary a year ago after 
working in the law department of 
Great-West Life. 


Manufacturers Life 


Drs. T. C. Dunlop and D. J. Breit- 
haupt have been appointed associate 
medical officers and Dr. R. W. Bates 
has been named assistant medical of- 
ficer. Dr. Dunlop has been assistant 
medical officer since 1947. Dr. Breit- 
haupt has been assistant medical of- 
ficer for six years. Dr. Bates joined 
Manufacturers in 1955. 


Lamar Life 


Sam Shackelford, who has been a 
senior consultant in the company re- 
lations division of LIAMA, has joined 
the agency department of Lamar Life. 
He previously was with John Hancock 
at El Reno and Oklahoma City and was 
a staff instructor in the Southern Me- 
thodist course. He is a CLU. 


Peoples Life of D. C. 


Ernest L. Hogan, superintendent of 
agents since 1954, has been elected 
assistant vice-president, agency. He 
joined the company in 1935 at Beckley, 
W. Va., becoming division superinten- 
dent of agents in 1947. 


Security Mutual, Binghamton 

Paul J. Overberg has been named 
associate actuary. He formerly was 
with American United Life. He is a 
fellow of Society of Actuaries. 
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CHANGES IN THE FIELD 





Massachusetts Mutual 


Edward V. Noyes, a member of the 
home office group claim division staff, 
has been appointed supervisor in the 
group claim division of the midwest 
regional office at Chicago. He has been 
with Massachusetts Mutual since 1950. 


Connecticut General 


Named district group pension su- 
pervisors are Tom D. Armstrong at 
Minneapolis, James E. Pangburn at 
Philadelphia, and Henry W. Satchwell 
at New York. Mr. Armstrong has been 
a group pension representative at Min- 
neapolis and has served on the Chi- 
cago group pension staff. Mr. Pang- 
purn has served as a group pension 
representative at Philadelphia and as 
head of Connecticut General’s group 
pension operations in Syracuse. Mr. 
Satchwell has been district group pen- 
sion supervisor in Baltimore and also a 
representative at New York. 


Prudential 

Kenneth A. Scarciotta has been ap- 
pointed district manager in Rochester, 
N. Y., succeeding Alfred L. Ellowitch 
who will head a newly created district 
at. East Rochester. Mr. Scarciotta has 
been a training consultant in Pruden- 
tial’s district agencies regional head- 
quarters in Rochester since 1953. He 
joined the company in 1946. He is a 
CLU. 


Kansas City Life 


S. C. Odom, Anderson, S. C., has 
been appointed general agent for 
northwest South Carolina. Mr. Odom 
has been in the 
19 years with three different com- 
panies and has sales and managerial 
experience. He is a past president of 
Anderson Life Underwriters Assn. and 
vice-president of South Carolina Assn. 
of Life Underwriters. 


Mount Vernon Life 


Joel Palmer and Joseph P. Tanno 
have been named Mount Vernon Life’s 
general agents at Mount Vernon, N.Y., 
with offices at 45 West Grand street 
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DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 


line of: 
L I F E e SICKNESS 
oe HOSPITALIZATION 


Your reply held confidential. Write to: 
Evans M. Jacobson, Supt. of Agents 


MUTUAL SAVINGS 
MN$URANCE 


$701 WATERMAN 


e ACCIDENT 


$T. LOUIS 12, MO. 











life business for. 


and 4 South Fourth avenue. They have 
been partners in the Palmer-Tanno 
general insurance agency for several 
years and as brokers for several life 
companies. 

Albert I. Dub has been named brok- 
erage supervisor of the Inter County 
Suburban agency at Valley Stream, 
Long Island, N. Y. He has been with 
the Simon Paston insurance agency in 
Brooklyn for 13 years. 


Mutual Benefit Life 


Salinger-Wayne agency at New York 
has promoted Stuart K. Miller from 
unit manager to assistant to the gen- 
eral agents. He has been in the gen- 
eral insurance brokerage business be- 
fore joining the Mutual Benefit Life 
agency in 1953. 

Charles S. Eaton has been named 
general agent at Syracuse to succeed 
Arthur F. Lewis, 
who has retired. 
The agency of- 
fices, formerly at 
602 Hills building, 
have been moved 
to Utical Mutual 
building, East Ge- 
nesee_ street. Mr. 
Eaton, with Mu- 
tual Benefit since 
1954, has been dis- 
trict manager of 
the Trenton office 
of the Newark 
agency. He is a 
CLU. Mr. Lewis, with the company 36 
years, has been general agent in Syra- 
cuse since 1928. He will continue with 
the company as a personal producer. 


State Mutual Life 


Bruce A. Wessel, formerly with 
Washington National, has been placed 
in charge of a new group office at St. 
Louis. James F. Donovan, former dis- 
trict manager of Home Life, has been 
named home office representative in 
charge of State Mutual’s Detroit group 
office. 


Washington National 


Dawson Smith has been appointed 
general agent at Dallas with offices at 
801 Gibraltar Life building. Mr. Smith 
entered the life business in 1953 and 
had both sales and managerial experi- 
ence at Dallas before joining Washing- 
ton National. 


Berkshire Life 


Rudolph Mazzalupo has been named 
brokerage supervisor of Berkshire’s 
Cope agency at West Hartford, Conn. 


RECORDS 


GREAT-WEST LIFE—Record new 
life sales of $408,900,000 for 1956—an 
increase of $96 million over the pre- 
vious year—have been reported. An- 
nuity sales reached a new high of $98,- 
300,000, more than $46 million ahead 
of 1955 figures. Combined sales repre- 
sent an increase of 39% over 1955. 

At the end of the year life and an- 
nuity business in force totalled $3,- 
400,000,000, a gain of $435 million in 
12 months. 

The Chicago agency led the entire 
company with over $23 million of new 
business. The California agency was 
second with $19.7 million, closely fol- 
lowed by Winnipeg, the top Canadian 
branch, with $19.3 million. Vancouver 
was in fourth place with more than $18 
million in new sales. 

Max Seigler of the Montreal 1 
branch led individual agents with sales 
of $2,147,000. H. J. Harris, Ottawa, 
also placed over $2 million, while 23 
other agents, a record number, topped 





Cc. S. Eaton 














Clarence H. Jackson, president of 
American United Life, and Eber M. 
Spence, vice-president and director of 
agencies, exchange jubilant handshake 
in celebration of a record breaking 
sales campaign and year for the com- 
pany. Candles on the five-foot cake 
identify each agent who submitted at 
least $79,000 in business within 30 
days during American United’s 79th 
anniversary campaign. 








the million dollar mark. Leading this 
group were: Harry Beube, Hamilton; 
C. O. Jennings, California; J. M. Belle- 





mare, Montreal Dominion Square; C. 
A. Panet, Vancouver; W. J. Hopwood, 
Winnipeg; E. E. Russell, Kansas City; 
C. A. B. MacRury, Vancouver; and P-. 
Dubinsky, Ottawa. 

GUARANTEE MUTUAL—Decem- 
ber sales of $6,563,802 were the best 
ever in the 56-year history of the com- 
pany, up 79.9% from December, 1955. 
The record December production 
brought 1956 sales to $53,691,316, a 
volume which exceeded 1955 sales by. 
26.7%. The year 1956, like December, 
was the best ever. The company also 
had a banner year in A&S sales. Com- 
mercial A&S sales for December, ex~ 
ceeded those of December, 1955, by 
126%, and A&S sales for the year 
were up 36%. 

Abe Newman of the Lifsitz agency 
of Akron and Carl M. Leonard, gen- 
eral agent at Tulsa, both produced in 
excess of $1 million in 1956. The 
Leonard agency also led the company 
for the year. The Stemsrud agency of 
Minneapolis led all agencies in A&S 
sales. 

JEFFERSON STANDARD—Sales in 
1956 totaled a record $224,111,356. In- 
surance in force rose to $1,584,358,453, 
up a record $132,914,406. These pre— 
liminary year-end figures were re- 
ported as the company embarked on 
A 50th anniversary observance in 
1957. 











complete details immediately. 


NAME 





When that important client wants a specific coverage and nothing 
else will suit, it’s time to call your American Casualty Field Repre- 
sentative. The modern ACCIDENT and SICKNESS insurance pro- 
grams developed by “American” will satisfy the most exacting pros- 
pect. Fill the gaps in your present portfolio of Accident and Sick- 
ness Insurance with desirable American Casualty policies. Check 
the coverages that interest you, mail the coupon and we'll send 


American Casualty Company 


Reading, Pennsylvania 


1. Automobile Clubs 9. Guaranteed Renewable 17. Group 

2. Business Expense 10. Youth Policies 18. Student Protection 

3. Credit & Mortgage 11. Over-age 19. Volunteer Firemen 

4. Blanket Medical 12. Major Hospital 20. Travel Policies 

5. Baby Group 13. Campers Medical 21. Franchise 

6. Hospital Expense 14. Special Risks 22. Cancer-Spec. Disease 
7. Key Man 15. Aviation Accident 23. Rent Replacement 

8. Income Replacement 16. Major Medical 24. Custom-Tailored A.&H. 


American Casualty Company, Reading, Pa. Dept.& 
Please send details about the coverages | have circled. 





... because of 
LOST SALES 
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WANT ADS 








Rates—$20 per inch per insertion—1 inch minimum——sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 


THE NATIONAL UNDERWRITER—LIFE EDITION 








AGENCY SECRETARY 


Newly created position, in a strong, medium-size Life and A&H 
company. Must have specific Life experience and home office agency 
administrative background. In addition to usual agency secretary re- 
sponsibilities, will also coordinate agency department activities with 
other home office departments, and assist in developing sales training 


programs. 


Medium-size, mid-west city, ideal living conditions, modern air-condi- 
tioned offices. This is a real growth opportunity. 

Write in strict confidence details of experience, education, including 
insurance training, age, and salary requirements. Our employees 
know of this advertisement. Box S-15, c/o The National Underwriter 
Company, 175 West Jackson Blvd., Chicago 4, Illinois. 











: LIFE 
MANAGER 


One of the nation's largest and strongest 
stock property and casualty groups is or- 
ganizing a life insurance company. 

We are seeking a well-qualified man to 
join the Home Office staff in charge of 
this operation. We prefer a man with ex- 
perience as manager or assistant manager 
of the brokerage department of a large 
Life company. A successful background in- 
volving the solicitation of business from 
general lines agents and recruiting and 
training life agents is essential. 

This represents an outstanding opportunity 
for the right man. If qualified, please send 
complete résumé in confidence to Box R-95, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, III. 


DIRECTOR OF AGENCIES 


for over-all management of young, progressive 
mid-western company writing life, accident and 
sickness. 

This is an unusual opportunity for a person 
with experience in agency development and 
management. 

Write giving full personal, business data and 
salary range. 

Address Box S-7, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 





Late News Bulletins .. . 











(CONTINUED FROM PAGE 1) 


Justin T. McCarthy, the insurance director, noting that his stewardship “was a F 


January 11, 1957 | 





controversial issue during the recent election campaign.” No other Chicago © 


newspaper carried this story. However, a report was circulated from other | 
sources indicating that Joseph S. Gerber, Chicago attorney and counsel for © 


Insurance Brokers Assn. of IIl., will be the new Illinois director. 


Giving substance to this report was a story in the Jan. 10 issue of the Chicago 4 


Tribune which said Mr. Gerber would be the new director. Mr. McCarthy is re- © 


ported to have informed Gov. Stratton by letter that he does not wish to be re- x 


appointed. Gov. Stratton’s aides refused to comment on any of the developments. © 
Mr. Gerber has served as an attorney and examiner with the Illinois depart- © 


ment. He was appointed general counsel of the brokers association in 1950. 


HIAA Sets Forum on Group Feb. 4-6 


Health Insurance Assn. of America will sponsor its first annual group insur- 
ance forum in Chicago Feb. 4-6. Representatives of 254 U. S. and Canadian 
insurers will attend. Discussions will include state and federal health insurance 
legislation, a panel on major medical expense, and the underwriting of group. 

A series of 10 breakfast workshop sessions for representatives handling 
group health will be held Feb. 5-6. Topics include retired employe and rural 
resident coverage, school insurance, cost control, impact of social security 
legislation on group, and federal interest in welfare funds. Ralph C. Knoblock, 
Washington National, is chairman. 


Tex. Insurer Admits Failure to Buy NW. Nat'l. 


Pat Greenwood, president of Great Southern, has admitted that his com- 
pany’s 3-month effort to buy control of Northwestern National was a failure. 
He blamed the failure on Nationwide Corp. of Columbus, pointing out that 
Nationwide is a holding company able to purchase and own any percentage of 
stock of any corporation it desires. Mr. Greenwood said it was no surprise te 
him when Nationwide started buying Northwestern stock at $103.50 a share, 
the same price offered by Great Southern. Because Nationwide was able to 
make a firm purchase offer in contrast to Great Southern’s promise to buy 
after a Dec. 21 deadline, Mr. Greenwood said his company lost stock “we had 


felt was available to us.” 














ASSOCIATE ACTUARY 


A young man to work under Consulting Actuary 
temporarily, with prospect of becoming Chief 
Actuary. Our Actuarial Department is well- 
staffed with clerical help, and if you have not 
passed all examinations but are working to that 
end, you should be able to fill the position. 
Company 36 years old; $140,000,000.00 ordinary 
business only; top rating in Best's Life Reports; 
Home Office, Dallas, Texas; licensed in three 
states; wonderful opportunity. 

Send full information and suggested salary to 
Box S-5, c/o The National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. All replies 
confidential. 


OFFICE MANAGER 


Handling near 1,000,000 of new life business 
monthly. Have ing for biti 9g 
who is familiar with life insurance office man- 
agement and interested in living in the South 
West. Some knowledge of |. B. M. operation 
beneficial, but not required. Written replies with 
full details including education and experience 
will be treated in a confidential manner. Ad- 
dress Box S-14, c/o The National Underwriter 
Co., 175 W. Jackson Blivd., Chicago 4, Ill. 

















We have Life Companies listed who desire to 
merge. Our business is arranging for the purchase 
of and selling of Life | e C i All 
inquiries or transactions will be handled in strictest 





confidence. 
Write or Call: 


GREAT SOUTHWEST 
SECURITIES COMPANY 


335 Classen Terrace Bidg. JA 4-4993 


Okich City, Oklah 





TED 

A well-established South Carolina Life Insurance 
Company has an opening for an experienced 
and aggressive Vice President and Director of 
Sales. Company plans extensive program. Op- 
portunities unlimited. Your future depends on 
what you want it to be. Write Box R-98, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








UNDERWRITER 

Company looking for two trained home office 
underwriters. One opening calls for minimum 
of five years experience; the other, two years 
experience. Good employe benefits, includin 
retirement plan, life insurance, hospital an 
surgical coverage. Salary open. Send resume to 
Knights of Columbus, Att: Personnel Director, 
71 Meadow Street, New Haven, Conn. 

















GROUP INSURANCE UNDERWRITER 


Experienced and qualified man 25 to 35 years 
of age to manage Group Underwriting Depart- 
ment, Life and Accident and Health Coverages. 
Responsibilities to include new underwriting, 
renewai underwriting, policy issue, preparation 
of proposals, promulgation of rates and accu- 
mulation of experience data. Starting salary 
$7,509 for qualified person. Address Box S-12, 
c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


CONSIDERING CHANGE 


Credit Life Executive, experienced in organiza- 
tion, supervision and promotion of Credit Life 
Department including format of special pro- 
grams and policy plans. Extensive sales know- 
how and cy management experience. Ad- 
dress Box S-10, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 














FOR SHORT OR LONG TERM 
LEASE 


In South Central Michigan all or any part of 
50,000 square feet of light airy office space. 
Ideal for central control office of insurance. 
gman available in area—ideal living condi- 
ions. 

Reply to: W. R. MURPHY, SPARTON CORPO- 
RATION, Jackson, Michigan. 











iner on the advertising of no medical 
examination being required since the 
policies provide that no indemnity will 
be paid for loss if the cause is trace- 
able to a condition existing prior to 
30 days after issuance of the policy. 

Reserve Life was ordered to stop rep- 
resenting that medical examinations 
are not required or that conditions of 
health at the time a policy is issued 
will not be considered unless the com- 
pany actually does insure without re- 
gard to the physical conditions of in- 
sured before or after a policy is issued. 

The order also would prohibit ad- 
vertising that policies provide any spe- 
cific indemnification, benefit, or pay- 
ment if there are limitations or con- 
ditions in the policies themselves, un- 
less these limitations or conditions are 
fully disclosed in the advertising. 

Dismissing other charges, the exam- 
iner noted, for example, that such ads 
as “Protects for less than the cost of 
smokes or chewing gum” are mere 
“puffing.” “A cease and desist order 
based on this charge is not justified,” 
he said. 


Great Southern Quits 
NW. Nat'l. Stock Battle 


(CONTINUED FROM PAGE 1) 
age of acquisition to 50%. It has been 
claimed that Great Southern failed to 
get the 50% it wanted by Dec. 21, ex- 
piration date of the offer, and, as a re- 
sult, decided not to take possession of 
the stock since it would mean over- 
investment in Northwestern stock 
without gaining control. 

Under Texas law, insurance compa- 
nies are prohibited from investing 
more than 10% of capital, surplus and 
contingency funds in the stock of an- 
other corporation. Great Southern’s of- 
fer to purchase controling stock of 
Northwestern would have involved 
more than 10% of such funds held by 
Great Southern, but the Texas com- 
mission said the undertaking would be 
legal since it involved a purchase plan 
that would not be an “investment,” 
but rather an “expenditure” of funds 
for increasing Great Southern’s busi- 
ness. However, as it turned out, Great 
Southern failed to buy 50% of North- 
western stock, yet apparently did buy 
enough Northwestern stock so that the 
10% investment limit applied. 


O'Toole Associates 
Name R. E. Most a V-P 


O’Toole Associates of Queens Vil- 
lage, N.Y., management consulting 
firm specializing in service to insur- 
ance companies, has elected Robert E. 
Most as a vice-president. 

Mr. Most joined the firm as a senior 
associate four years ago and has 
served many of its clients on varied 
projects since that time. He is an 
alumnus of Bucknell university. His 
extensive systems engineering experi- 
ence before joining O’Toole Associates 
included. Moore Business Forms, Ad- 
dressograph-Multigraph, and Interna- 
tional Business Machines. With the 
latter he was a systems salesman, do- 
ing a great deal of his work in the in- 
surance field. 





FTC Examiner Overruled 


in Travelers Health Case 

(CONTINUED FROM PAGE 1) 
elers Health had misrepresented that 
coverage can be continued by a pol- 
icyholder as long as he makes pre- 
mium payments on time. The com- 
mission found that the company has 
stressed in advertising that there is 
no age limit to which a policyholder 
may continue protection and that 
there is no increase in premiums to 
those of advanced age. Such repre- 
sentations are deceptive, FTC ruled, 
in view of the company’s right to can- 
cel a subscriber’s policy at any time. 
The FTC disagreed with the exam- 
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Ss com- 
failure. 
ut that : 5 
tage of | representing The Travelers since 1934. 

rise te ; 

_ share, 
able to ! 
to buy 
we had “It took me quite a few years,” says Mr. Hendee, Travelers. He knows that he can depend on The i 


“until I became a full-fledged multiple-line repre- Travelers for 
vaidianl sentative; but ever since my earliest training in the - Broad, progressive policies 
oe the Life and Accident fields, that is what I aspired to. 
ty will Long ago, I concluded that the fundamental con- 
trace- cept of The Travelers Insurance Companies is a 


‘ior to i 
policy. correct one. Each form of insurance complements 


yp rep- the other and offers limitless opportunities for 
nations sales and service. And I further agreed that if each As Mr. Hendee says, “The Travelers has through 


ons of C “ corae > a Lee 3 : . . 1 
jee and every form of insurance is available from one the years given me a product and a means for serv- 
; a 


> com- agent through one company, it creates the means ice about which I can enthuse. Without enthusi- 

- _ for the best in service and the ultimate in satisfac- asm no salesman can succeed.” 

of in- ; . : ane ‘ 
tion to both the Insured and the Agent.” If you are interested in the possibilities of multi- 


issued. 
it ad- Mr. Hendee is one of thousands of Travelers ple-line representation through The Travelers, 


y spe- - multiple-line representatives who is serving all the simply contact the Travelers branch office or general 


> pay- wie . : 
r con- basic insurance needs of his clients through The agency nearest you, or send us the attached coupon. 
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says H. Parks Hendee of Augusta, Georgia, 











+ On the spot specialized field assistance 
- Home Office and Field Training Programs | 
- National advertising and sales promotion 
+ Unequalled nation-wide claim service 
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Please send me further information concerning 
Travelers Multiple-Line Representation. : 





Name. 
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CHRONOLOGY 


New and Revolutionary 





Concept in Life Protection 


* 


FIRST AND ONLY TRUE QUANTITY DISCOUNT 


EVER OFFERED 


June, 1956: Application for approval of October, 1956: Pilot Q-D Policy ap- 
continuously reducing rate per thousand gov- __ proved in practically all States; first oe 
erned by quantity (not by steps or brackets) issued. 


filed in all States. 
February, 1957: True Quantity Dis- 


June, 1956: Company plans for use of count principle applied to every policy in CAC 
Quantity Discounts presented to General Agents _ rate book, both par and non-par. 
at coast-to-coast conferences. Sage 


August, 1956: Quantity Discount pol- fen 
icy filed for approval in all States. 





Continental General Agents and Branch Offices 
will gladly give you full information; or write the 
nearest territorial office. 


CONTINENTAL 








a. INSURANCE 


Wy SERVICE G7 





Eastern Department Midwestern Department ; PacHic Coast Department 
76 Witliam Street 310 S. Michigan Avenue 215 W. 7th Street 
New York 5, N.Y. Chicago 4, Illinois Los Angeles 14, California 





